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To Stabilize Buying 


Follow John Cuddy’s advice. 
It is constructive, logical and economically sensible! It is sound and reasonable. 

“Tell your employees their positions are safe.”” John Cuddy, managing director 
of the Californians, Inc., at a recent meeting of the San Francisco Advertising 
Club, said that if every employer would call a meeting of his employees and re- 
assure them as to their positions, he predicted a “buying epidemic” such as the 
Bay Cities had never before known. 

The stabilizing effect of such assurance would elevate the morale of more than 
a half million employed people and their families. The reaction could be nothing 
else but a joyous manifestation and a common sense desire for the circulation of 
some of the money which is now being hoarded by these same individuals. 

Frank Werner employees receive the same salaries they did a year ago and 
doubtless the majority of the employees in the majority of other organizations have 
compensation equal to that of a year ago. Is there any reason for their not con- 
tinuing to “Trade up’ —to “Buy Better Things” ? 

It’s American to want better things, and it’s American to get them. 

Buying and living with better things improves our minds, our spirits, our self- 
respect. It upholds and constantly raises the American standard of workers and 
people generally. And furthermore, it puts money into circulation, which eventu- 
ally means more employment. 
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“Better shoes at Werner’s. 
Instead of cheapening things to meet price, we make them better. Instead of 
taking out value, we put in extra value to meet common-sense demand. 

We cooperate with the same fine shoemakers year after year. We strive with 
them constantly to improve our footwear each succeeding season. 

No one can make shoes to meet a price and make them quality perfect. They 
must be made to the highest standard of quality; they must be made for the 
consideration of delicately organized and sensitively constructed feet; they must 
be made to prove their quality in the long run, and that is Werner Policy— 
“Better Shoes”—greater satisfaction—a growing and appreciative clientele and 
better working conditions for our employees, so that they too may trade up and 
live up whole-heartedly and intelligently as Americans should and do live. 


San Francisco 
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By 
MADAME HAMILTON JEFFRIES 


Fashion Editor, Boor AND SHOE RECORDER 


Overshoes— 


That freak October snowstorm that swept 
over a wide section of the country as far 
east as Buffalo made a lot of shoe men 
think about overshoes. It made them re- 
member what happened a year ago when 
the first heavy snowstorm found mer- 
chants unprepared. It’s time to plan defi- 
nitely now for profitable merchandising of 
rubber footwear. 


E.. women buy their overshoes 
in advance of the first winter snow. When the storm 
breaks, it is woman’s habit to go to the closet and 
look over last season’s rubber footwear. Finding it im- 
possible to fit last year’s shoe over this year’s heel, she 
calls up the shoe store or rushes out in haste for a pair 
of overshoes of the latest color to go with her winter coat. 

Last season’s experience of few sizes, wrong colors and 
not wanted left-overs should at least be a lesson to the 
wide-awake retailers of the country. The rubber season 
is short at best, but the demand is heavy while it lasts. 
Every retailer knows he must have suitable merchandise, 
and if he is the kind of merchant that he should be, he 
will provide in advance for service and deliveries from the 
rubber house where he is accustomed to place his order. 

In recent seasons the rubber warehouses have been scenes 
of hectic activity. Taxicabs backed up to the doors three 
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And That First Snowstorm 


and four times a day carrying five and six hundred 
pairs of rubber footwear for a day’s sale at the 
retail store in the rush of a sudden storm. 


The hand-to-mouth placement 
of orders brought on by the conditions of today, as 
well as the exactions of budget allowances, lends a 
serious handicap to the proper stocking of sizes. 

Profits were lost last season when buyers retarded 
their rubber stock orders. One important shop did 
not have a single pair of rubbers to sell when the 
first heavy autumn rains came, and Fifth Avenue 
houses of international reputation were found woe- 
fully lacking in sizes and staple rubber stocks at the 
first snowstorm of the season. Overshoes, unlike 
other footwear, must be had at a moment’s notice. 
Two hours later or tomorrow is not the time to sell 
rubber footwear. The customer must be properly 
fitted and sold on demand. 

Some retailers have thought it wise to place 35 
per cent of their rubber goods in the basements of 
their stores; others are using the rubber company’s 
warehouses for a reserve supply. 

This season, because of low cut shoe styles and 
the economical tendency to wear out that which is 
on hand, the rubber overshoe business should begin 
early and continue into the first months of the year. 
Women have become accustomed to using the protec- 
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tive boot as a part of the winter ensemble either for 
warmth or as a cover for partly worn-out leather 
footwear. Those who last year bought one or two 
pairs of brown rubber gaiters will this year indulge 
in black or gunmetal because of the winter coats. 
Check the percentage of black coats and colors that 
are trimmed with black furs and then go out and 
buy some black or gunmetal rubber footwear for your 
Women no longer resist the all-rubber cover- 
Lightness and style sell this mer- 


stocks. 
ing on the foot. 


chandise, but no end of chatter can sell the wrong 


color. 


Lok into the growing 
girl’s overshoe. Many new styles have been created 
to cover the ages from twelve to sixteen. Feature the 
shoes in your window with the toggery that the 
young miss would love to possess. An attractive card 
made in poster form showing a rosy-cheeked girl 
throwing snowballs would cause considerable window 
interest. Sell health and play to the mothers and 
fathers of America’s youth. A word or two about 
protection and health security in the daily ad always 
stimulates the buying impulse. 

The rubber business is a vitally important part of 
the volume of the average retail shoe store. It can be 
increased and made more profitable through effective 
merchandising, good advertising and displays. 
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Shoe merchants have been busy this 


year with budgets, 


inventories and 


stock systems in a necessary effort to 


curtail costs. 


Now we come into a 


period when we must stress HOW TO 
SELL MORE SHOES instead of How to 
Reduce Operating Expenses. You can’t 
make money by saving money if you 


don’t sell the shoes. 


Intelligent, con- 


scientious, painstaking service at the 


fitting stool can. produce the sales. 


When More Pairs of Shoes Are Sold 


And the Success or Failure of Every Retail Shoe 


How To Sell Buckles ; 


By a Successful Saleswoman 


In selling pumps or strap 
slippers, | get a pair of or- 
naments and show the cus- 
tomer how well they look 
on the shoes which she is 
considering, to “doll up” 
the shoes for the party or 
theater. Women are most 
susceptible to the purchase 
of pretty things to adorn 
their persons. What could 
be more intriguing than a 
colorful and stylish pair of 
boudoirs? Put a pair on 
her feet and watch the re- 
sult. 


The shoe industry is in 
agreement on at least one subject— 
that the men’s shoe business cannot 
take its next big step forward until 
the men themselves have accepted 
the ensemble idea as whole hearted- 
ly as they now subscribe to the cus- 
tom of discarding straw hats about 
two weeks after Labor Day. 

This education will be a long 
drawn out process and its success 
will depend in no small measure on 
the degree of intelligent cooperation 
given by the retail shoe salesmen of 
the country. The salesman is the 
point of contact and can accomplish, 
by word of mouth, precisely the 
same results as those attained by the 
skillful use of advertising. Nor is it 
necessary, in order to make this 


word of mouth advertising effective, 
to run the risk of antagonizing the 
customer by questioning his choice 
or by appearing in any way to op- 
pose his judgment. Here is a case 
in point—the true story of an actual 
occurrence: 

Not very long ago a man entered 
a shoe store and asked to be fitted 
to a pair of black shoes. The sales- 
man fitted him without question. 
The transaction completed, the sales- 
man then said: 

“Have you seen our new brown 
shoes ?” 

“Can’t say that I have—not par- 
ticularly interested,” said the man. 

“Some of our customers,” said the 
salesman in as casual a tone as he 
could achieve, “like them with 
brown suits—even with the medium 
grays.” 

This was the salesman’s final shot 
and he let it ride at that. Nothing 
happened. The salesman hadn’t ex- 
pected it would—but some three 
weeks later, the same customer 
bought a pair of brown shoes. 

Not every such suggestion, of 
course, brings a similar reward nor 
can it be expected to, any more than 
an advertising campaign can be said 
to be complete with the appearance 
of the first advertisement. In the 
long run, however, it will produce re- 


sults. 
* * 4 


Stock Arrangement— 
For two weeks or more, keep a rec- 
ord of your trips between the cus- 
tomer and the shelving, dividing 


these trips into two general classes 
—those which you made to get a 
definite style and those in which you 
went to get two, three or even four 
styles in a definite size. In other 
words, chart the buying habits of 
your customers to see whether they 
come in more often for a definite 
style or whether they wish to be 
shown a wide variety of styles. If 
the latter, a possible recommenda- 
tion that shoes be re-racked by size 
might be in order, as it is obvious 
that if you wish to get several dif- 
ferently styled pairs of 5-B’s, it is 
quicker to go to one section in which 


Every Salesman’s Tools 
By a Veteran 


1. Be courteous; 2. Know 
what you are selling; 3. Al- 
ways get as many dollars 
out of a sale as possible. 
Most women have more 
than one pair of shoes. It 
takes only a little longer to 
sell another pair, i.e., one 
for dress, street or after- 
noon wear; also the sport 
oxford. Extra buckles for 
pumps add so much to the 
appearance of these. Try 
never to let a customer get 
out of your store without 
at least one pair of hose, 
likewise a bottle of shoe 
cleaner, as these sales on 
the average per month are 
great. 
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Revival in business must come through 
increased sales of merchandise and the 
movement must start with the con- 


sumer. 


The retail salesman is at the 


point of contact. He alone has the op- 
portunity through direct, personal ef- 
fort to induce consumers to buy more 


pairs. 
more than a salesperson. 


But the shoe clerk must be 
He musi: be 


a trained expert whose advice is re- 


spected, accepted and followed. 


Better Salesmanship Will Sell Them 


Store Will Be Measured Mainly at the Fitting Stool 


all the 5’s are racked than to go to 
as many 5-B sections as the number 
of styles you want to show her. If, 
on the contrary, the big majority of 
your customers specify definitely 
what style they want, the obvious 
thing is to recommend racking by 
styles. Incidentally, a little research 
work of this kind can be made to pay 
by-product dividends. You will at 
least have firmly fixed in your head 
the buying habits of the numerous 
individuals whom you can identify 
as regular customers. This knowl- 
edge will expedite things a lot and 
save you the necessity of asking 
many questions the next time one of 
the regulars comes in. 


To Plan for Easter 


An early Easter ahead— 
April 5. It stands the first 
high peak of the apparel 
year of 1931. Easter has 
an important influence on 
plans of merchants select- 
ing shoes and apparel for 
sale to a holiday-conscious 
people. 

Here are the dates of 
Easter for the next eight 


years: 

1931 = April 5 

1932. March 27 

1933. April 16 

1934 April 1 

1935 April 21 

1936 = April 12 
March 28 


1937 
1938 April 17 
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Keep a record of your 
own sales by styles and study them 
to see which general types predomi- 
nate. Then, when your boss calls 
you in for consultation as to what 
to buy for the coming season, you 
can give him an opinion based on 
facts as revealed by past perform- 
ance—not guesses based on a per- 
haps faulty memory. 

Suggest that salesmen be provided 
with pocket notebooks or some 
means of recording names, ad- 
dresses, sizes and style likes and dis- 
likes of regular customers. 

2s 


After the new shoes 
are in, get a sheet of paper and list 
on it every new style. Group them, 
if you want to, either by color or 
pattern. Leave lots of white space 
between each listing. 

Then get from buyer, manager or 
owner, the occasion for which each 
of these new shoes should be worn 
and the kind of costume (material 
and color) with which it is most 
suitable. 

Make a written list of all the talk- 
ing points of the corrective and or- 
thopedic shoes in your line. Ask 
the department manager or store 
owner to explain in detail what types 
of foot defects the shoe will correct 


—and why. 
x *k * 


Saturday afternoon off 
and two tickets to the Wisconsin- 
Pittsburgh homecoming football 
game were the prizes that caused a 
fight among the salesmen of the Ap- 
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Sell the Second Pair 


By a Top Notcher 


The main thing in selling 
the second pair is not in 
suggesting, but in fitting. 
If you get a customer to 
display enough interest in 
the second pair to try them 
on, the sale is half made. 
Show the newest in boots 
and galoshes early. Have a 
prominent display of find- 
ings, including buckles, 
and polishes, laces, etc. 


plebaum-Mautner shoe department to 
see who would sell the most pairs 
of P.M. shoes during the month. 
“More real scrappy selling than if 
I had put up a $25 prize,” com- 
mented Phil Applebaum. ‘“Practi- 
cally every pair of P.M. shoes were 
cleaned out of the place. And if | 
told the percentage in sales gain, few 
people would believe it, especially 
when it is known that our retail 
prices average better than ten dol- 


lars.” 
x * x 


Don’t be afraid to 
show the man customer plenty of 
lasts, styles and leathers. Most men 
dislike to leave the store with- 
out making a purchase. Frequently 
a man will buy a pair of shoes not 
entirely to his liking rather than 
walk out. But if he is dissatisfied 
with his purchase he won’t come 
back again. Give him an opportunity 
to make a satisfactory selection. 





How to Help Make It 


A 


Footwear Christmas 


Promotion Hints and Ad Suggestions to Sell 
More Shoes and Accessories in Holiday Season 


There will be more gifts 
for utility sold this Christmas. That means a better 
than usual opportunity for the alert shoe merchant, 
who reminds the public what pleasurable, practical 
gifts can be chosen at his shoe store. 

Don’t let any false idea that shoes, slippers, hosiery 
and such things are too commonplace keep you from 
stepping right out to the front of the Christmas pic- 
ture in your advertising and your displays. 

The writer has before him a number of newspaper 
ads from previous seasons, published by the leading 
New York department and specialty stores. Among 
them are those of the high-hat stores of this supposed- 
to-be-sophisticated city. The space these stores give 
to slippers alone totals several pages each year. 

It is tremendously important to observe that the 
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very stores that have an abundance of unusual novel- 
ties, and sell a lot of them, recognize the popular 
demand for just the things that you have to sell. 
The fact that these ads appeared in “good years” 
makes it all the more interesting. 

Your merchandise is decidedly popular and exceed- 
ingly desirable as gifts, and it’s up to you to see 
that you get your share of this Christmas business 
through interesting advertising and attractive eye- 
catching displays. Folks are going to give more of 
such gifts than usual this Christmas. Where they 
buy them depends a whole lot on what you do to bring 
them to your ‘store. 

These suggestions will serve for both ad headings 
and window cards: 

Here are attractive gifts, reasonably priced. 
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For her—boudoir slippers, buckles, silk hose, ga- 
loshes. 
A gift both smart and practical, store name shoes. 
A new pair of shoes by the tree Christmas morning. 
Boudoir slippers—dainty and charmingly novel. 
To store name for Christmas slippers in newest 
styles. 
For a girl, zipper arctics ; for a boy, hip-length boots. 
Beautiful but not expensive—these lovely buckles. 
Utility wears a charming guise in these slippers. 
Does he skate or hunt? 


For Brother, Dad, Hubby, Son—A pair of smart 
(store name) shoes, plus a pair of good-looking slip- 
pers—there’s a gift that will win the whole-hearted 
thanks of any man in your family. And if he’s a 
sportsman, the correct shoes for his favorite sport 
will earn his lasting gratitude. All the best sport 
shoes here. 

Goody! New Shoes !—One gift that’s sure to bring 
forth squeals of delight when they spy the tree on 
Christmas morning is—new shoes! The pride and 

 — pleasure the children have 





Slippers—a _ gift that 
men appreciate. 

Store name _ slippers 
make splendid gifts. 

For fireside comfort and 
Yuletide sentiment,  slip- 
pers. 

For men who love com- 
fort—all men! 

Christmas slippers in- 
vite hours of restful com- 
fort. 

Does he travel? Travel- 
ing slippers will be wel- 
come. 

Does he wear spats? An 
extra pair will be appre- 
ciated. 

Practical! But how the 
children like new shoes. 

Welcome gifts are inex- 
pensive here. 














in them places them high 
up on the list of gifts chil- 
dren love to receive. 
(Items, prices. ) 

Don’t Tell the Girls— 
But I’ve got something for 
their gifts this year that 
every one of them will ap- 
preciate — (store name) 
silk hosiery ; no less! The 
fair sex does like and ap- 
preciate silk hosiery. Or- 
der now—choose at $1.25, 
$1.65 or $2.25 the pair— 
we'll pack them in Christ- 
mas boxes. 

Making Christmas mean 
something more than a red 
letter date on the calendar 
is undoubtedly something 
of a problem as far as the 
cash register of a high- 
grade women’s shoe de- 
partment is concerned. To 
those who say, “Tell us 








For Mother, Sister, 
Aunt, Sweetheart — silk 
hosiery. 

Gifts like these cost 


little—yet they’re filled with the Christmas spirit. 

Everybody welcomes slippers! 

For sheer beauty—silk hosiery. 

The outdoor girl will welcome these hose. 

Stockings from store name—a charming gift yet 
practical. 

Gifts useful and beautiful. 

Wouldn’t you like shoes? So would some one on 
your list! 

Gifts like these make economy pleasant. 

Gifts for all the family—attractive, yet inexpensive. 

Shoes styled to please her—priced to please you. 

Don’t worry about her gift—choose store name 
hosiery. 

Here are four concrete copy suggestions for your 
Christmas placards: 

No regrets—When needful gifts are so attractive 
and inexpensive as these (illustrate) it’s no hardship 
to be practical and economical. You know such gifts 
will be most welcome. 
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something that will change 
this situation,” the stunt used by Herbert Tieman, of 
the I. Miller department in Reel’s, Milwaukee, is to 
be recommended. Shoes, save for the occasional pair 
of party slippers, are not very much in the picture as 
a Christmas gift. That leaves hosiery, buckles and 
bags, in order named, together with other accessories 
sold in the shoe store. Hosiery is the undisputed 
leader in the gift field. 

But how to put it across in a big way, especially 
when one is on the third floor? Dramatize it, says 
Tieman. He offers three pairs of $2 stockings at a 
special price of $5. The most important thing, how- 
ever, is the way in which the show is staged. A 
whacking big silvery colored box that costs the house 
fifty cents in large lots and has a couple of folding 
colored flaps, gives the hose a decidedly attractive 
holiday appeal. The appearance of the package sug- 
gests Christmas. When it is shown to a prospective 
buyer interest is aroused. A group of young women 
do the selling from house to house. 
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The Four Horsemen 


ANKIND suffers its first great defeat. The 
year 1930 will be known in future economic 
history as the first victory of the machine over man. 
The Four Horsemen of the Machine Age—Steel, 
Steam, Electricity and Standardization—have, for the 
first time, trampled on mankind the world over. It 
is hard indeed for man to visualize that the very 
thing which he has created should become so all- 
powerful. 

We have reached a time when the machine seems 
to be more important than the man. Produce and 
over-produce, is the spirit of the machine on farm 
and in factory. There is no end to the complications 
ahead, with machinery more efficient and standardiza- 
tion more desirable than individuality. The machine 
was made for man and not man for the machine. 

We had occasion, last week, to stand in awe before 
a mechanical population tabulating mechanism in 
Washington. A red light flashed to indicate one 
birth every thirteen seconds. A blue light flashed one 
death every twenty-three seconds. A green light 
flashed one immigrant every one and a half minutes 
and a yellow light flashed one emigrant every five 
minutes. A white light in the center showed a net 
gain to the United States of one person every twenty- 
three seconds. The speedometer clicked the estimated 
United States population now. Believe it or not—but 
on October 14, 1930, at 8 p. m. the population of the 
United States was precisely 123,581,856 and believe it 
or not—on October 14th, 8 p. m., in 1940, the popula- 
tion of the United States will be 139,042,574. We 
cannot create consumers fast enough to check this 
Moloch of machinery. 

But be of good cheer, Man will win—if he uses 
just a little part of his brain. The Four Wild Horse- 
men of the Machine Age can be tamed to the uses of 
mankind and set to work in the abolition of poverty 
and in creating new and higher standards of living. 
How? Encourage new ideas in merchandising, stimu- 
late new uses for shoes, try to be different. The 
courage to think new ways must follow the robot- 
routine age wherein it was thought money could make 
money on a stock-ticker machine. 

There hasn’t been a real new thrill color in shoes 
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From the 


November |, 1930 
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in three years, not a sweetheart of a pattern in five, 
and not a new merchandising quest to intrigue man 
into buying another pair since “six o’clock was made 
black-foot.” Shoe brains have been on a holiday— 
time to come back. 

Shoes are not merchandise alone—they are living 
things, part of people’s personalities, joys and pains— 
and very much of a part of better living. Perfection 
in lasts, in shoes and in fitting is not yet—there is 
much to be done. Common sense will bring back 
business to men—the ultimate victory is to the 
Thinker, Planner, Producer and User—the real Four 
Horsemen of Progress. 


vWvwvv 
A Practical Christmas 


HE shoe store has a real opportunity this Christ- 
mas. There is more joy to a gift paid for in cash 
than for a luxury whose deferred payment will irri- 
tate January, February and March. 
A return of sanity on this subject of Christmas 


Ask Me Another | 


—Is all business being done at a loss today? 
—Great Scott, no! Where did you get such 
an idea? 


—Well, the newspapers are so full of pes- 
simistic stuff one gets the idea that all 


business has gone to the bow-wows. 


—Don’t believe everything you read. Why, 
do you know that during the third quar- 
ter of this year, 1,452 American com- 
panies took dividend action. Of this 
total, 1,257 declared unchanged dividends, 
64 declared increased dividends, and only 
131 declared smaller dividends or omitted 
dividend payments entirely. Does that 
look like chronic business prostration? 


y Oe og ee 


President. 
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THE GRAND RAPIDS PRERS 





Buy Everything You Need and Can Pay For 


NOW! 


There Never Was a More 
Favorable Time to 
Spend and Save 


Prices Are Down! 


If you don’t believe it just shop around. 





Every merchant in Grand Rapids has marked his merchandise with new LOW 
prices. He is buying better quality products at cheaper prices today than for 
many years and is retailing at correspondingly lower prices. 


Every merchant has his store stocked with NEW merchandise. It is a known 


fact that wholesale purchases have been on a “hand to mouth” basis for some 
time. Merchants have protected themselves against dropping prices in that 
way. 

This has worked a second advantage to buyers by insuring them not only lower 
prices but newer styles. 


The bottom has been reached. 
Already many prices have started to advance. 


To wait any longer will be to lose! To buy now to the limit of your ability to 
pay will be tosave. 


This page contribated in the interest of Better Business by 


The Grand Rapids Press 


Everybody’s Saying It Now 
vvv 


giving is very evident. Now is the time to brighten 
shoe stores and to put every possible effort into cheer- 
ful and attractive windows. There are many articles 
of direct Christmas sale and we feel that the shoe 
store will step into a successful selling season. 

If all shoe merchants can get that plus-business in 
November and December, they can lift this season’s 
totals up to a real normal. 

Get the money while the public is in the sentimental 
mood of Christmas, because notwithstanding unem- 
ployment, depression and all the material ills of man- 
kind, there has never been a time when Christmas 
hasn’t been a season of gift-giving. 
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America Aroused 


EFINITE correction of the present economic 

situation is now under way. It started last week 
with the government officially taking cognizance of 
the fact that it owed a responsibility to the man un- 
employed. Almost simultaneously, a group of busi- 
ness men in New York City practically guaranteed 
$150,000 a week in emergency payrolls so that men 
might be put to work in doing those odd jobs about 
the city, for the common good of all. 

Then the Mayor of Boston petitioned the military 
authorities for conveyance of Governor’s Island to 
the municipality for establishing an airport. Bids 
for a $16,000,000 tunnel will be opened in December, 
$500,000 in street development and $1,250,000 to de- 
velop the island. 

All these are steps in the right direction, because 
they represent major contributions of money to the 
economic problem. One of the reasons why present 
depression came about through natural causes was 
the fact that gigantic undertakings practically ceased. 
No great major roads stretching from sea to sea are 
Practically all the major road con- 
These big jobs are very 


in the making. 
struction is about completed. 
necessary to show progress of a country as well as an 
opportunity for wages. 

When people took money out of the possible pur- 
chase of individual homes, it withdrew from wage 
circulation several billions of dollars. Now the bank- 
ers are planning immense undertakings of home con- 
struction so that individuals may own homes, al- 
most without a first major payment but rather through 
a sizeable rent sum per month. 

We note these very encouraging things because at 
last America has aroused to the vital necessity of the 
need for spendable dollars to keep the wheels of in- 
dustry in motion. America has suddenly come to the 
realization that the employment of the masses is a 
vital problem to every person in business. 

We are pulling out of this economic mess by think- 
ing bigger and better. Wall Street has had a fright 
that made it in turn alarmed as to the future value 
of all securities. Big money is thinking in terms of 
getting one man a job and not in that detached mood 
of saying—‘It’s the other fellow’s problem.” 



































[93I—A Know Year, 


George Bunn of Salem, Ohio, wants to 
know what there is in it for him if he 


decides to go to the N.S. R. A. con- 


GEORGE J. BUNN 


George J. Bunn: “I operate a store in a small com- 
munity, Salem, Ohio. If I go to Detroit to attend the 
N. S. R. A. Convention, Jan. 5, 6, 7, 8, the ex- 
pense must be considered as a business investment. I 
must bring back to my business some vital force that 
will ring the profit tune on my cash register.” 

M. A. Mittelman: “Here are some of the dividends 
which you can collect at Detroit. 1931 must be a 
’Know Year,’ not a ‘Guess Year.’ Fewer mistakes on 
styles can be made next year due to low inventories. 
Less shoes on the shelves means getting a profit down 
to the last pair. Your Spring shoes must be style- 
right and possess customer acceptance. Know every 
line of shoes in your grades. Compare their style, 
check the price, then when you buy, know that they 
are right.” 

Bunn: “But how can I know all the lines in my 
grades?” 

Mittelman: “Over two hundred manufacturers have 
already reserved sample rooms to show their Spring 
lines. Count on another two hundred before the con- 
vention opens. Here in Detroit you'll have the world’s 
largest sample room. The concentrated market. Se- 
lect, judge, and buy at one plac® and at one time. 
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vention next January 


Bunn: “Business during the past year has presented 
many new difficulties.” 

Mittelman: “New problems require new solutions. 
The shoe business must take a new slant on methods 
of merchandising. The solution is not within one 
man’s brain, but the pooling of many ideas, will pro- 
duce a successful plan. Some shoe man has found 
the answer and being an aggressive merchant, he will 
be in Detroit.” 

Bunn: “That would be a great benefit to me. If 
I could go to Detroit and listen to sound merchandis- 
ing principles that have been successfully used by 
other merchants. I mean shoeman talking to shoe- 
men.” 

Mittelman: “The educational program will be sim- 
ple, practical, not oratorical, but sensible. Where 
shoemen will talk about ‘Bennies’ and ‘Spiffs” and 
where subjects will be judged with ‘measuring sticks.’ 
The speakers will be merchants that have accom- 
plished and achieved.” 

Bunn: “I’d like to see lines other than what I buy. 
Would manufacturers honestly be interested in my 
inspecting their lines although I can’t buy their 
shoes ?” 

Mittelman: “We've anticipated your question and 
agree that those visiting the convention should have 
that opportunity. The stupendous style show will in- 
clude the smartest footwear styles of the industry’s 
cleverest designers.” 

Bunn: “Yes, I know, lose a limb trying to get into 
overcrowded space and then being so far away that 
can can’t see the pattern, fit or detail of the shoe.” 

Mittelman: “That won’t happen in Detroit. De- 
troit’s finest and largest Auditorium seats over five 
thousand people and every registered retail merchant 
will receive a ticket for each of the three style shows.” 


Bunn: “Will it be possible to see the detail of the 
shoes displayed by the models?” 


Mittelman: “The arrangement of the runways will 
be such that every merchant will get a ‘close up shoe 
view.’ You'll be surrounded by runways. Ed Beck, 
style impresario, direct from Hollywood, knows his 
shoemen, and what they want. He’s produced the 
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Not a Guess Year 


M. A. Mittelman, who as chairman of 
the Convention Committee, ought to know 
if anybody, tells why a new shoe year 


begins at Detroit 


N.S. R. A. style shows for years and then the movies 
took him. But we persuaded him to do this one show 
for us.” 

Bunn: “Where will a merchant get his tickets for 
the style show? It’s embarrassing to be begging 
tickets from strangers.” 

Mittelman: “There'll be no embarrassment at De- 
troit. You just walk up and register and your tickets 
will be given to you.” 

Bunn: “Some shoemen object to paying a registra- 
tion fee.” 

Mittelman: “The registration is free, the fee has 
been eliminated.” 

Bunn: “What about sleeping rooms? Will it be an 
endurance walking contest to find a place to sleep?” 

Mittelman: “There are more than 25,000 modern 
hotel rooms, with 12,000 located within a five-minute 
walk of Grand Circus Park, the heart of the down- 
town district.” 

Bunn: “Are the rates reasonable ?” 

Mittelman: “Rooms will be charged at regular 
rates. No increase will be permitted. This is the 
guarantee of the Detroit Convention Committeemen. 
single rooms can be secured from $3 up, and double 
rooms at $5 in leading hotels.” 

Bunn: “Is it necessary to make a reservation ?” 

Mittelman: “This would be advisable. Write Miss 
O. M. johnson, N. S. R. A. Convention Headquar- 
ters, Book-Cadillac Hotel Detroit.” 

Bunn: “What about the railroad fares?” 

Mittelman: “Special N. S. R. A. Convention re- 
duced railroad fares from every section of the United 
States and Canada have been granted.” 

Bunn: “I have always felt a merchant should visit 
other cities and study shoe stores. Know something 
of the operations of other stores in other sections of 
the country.” 

Mittelman: “Of course every merchant knows 
Fyfe’s, the great shoe store with ten floors where 
every merchant will be welcome. Other fine stores 
and departments deserve to be seen.” 

Bunn: “A merchant is pretty busy around January 
5, 6, 7, 8.” 

Mittelman: “This is just after inventory. Each 
merchant has a splendid picture of his stock. He 
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M. A. MITTELMAN 


knows what lines have sold and those that failed. 
His profits have been determined as well as his losses. 
The Christmas season has been a trying one and every 
merchant is pretty well exhausted mentally and physi- 
cally by the first week in January. He is entitled to 
some relaxation combined with a business trip.” 

Bunn: “A merchant should know pretty well the 
direction of his business plans for 1931 by this time 
and with the complete picture of his business he should 
be able to go to Detroit and make a profitable invest- 
ment of time and money.” 

Mittelman: “No convention can be successful with 
just business. There must be moments of relaxation 
and certainly Detroit offers every opportunity for 
diversion and fun. It’s a great city in which to secure 
the new business stimulant so necessary for the year 
ahead. Our committee is providing a program of 
entertainment that will please the visiting shoeman.” 

Bunn: “How far is Canada from Detroit? I’d like 
to put my foot on foreign soil, just once.” 

Mittelman: “How far? Well you can go abroad for 
5c. You can be in Canada in ten minutes from the 
heart of downtown Detroit.” 

Bunn: “I’m convinced.” 




















































Had 


to 
Say 
“No” 


Poor disappointed Mabs! When 
Ted called up unexpectedly to in- 
vite her to a perfectly scrumptious 
Saturday night dance, she had to 
say “no.” 





She had neglected to get her slip- 
pers to match her new dance frock 
at 


STORE NAME 


@ @ © © © @ @ 5555 





Cashing in 
Show Customers the Unwisdom of False 
Economy in Buying Shoes 








W ALLFLOWER! 


Alone, neglected, and having a perfectly 
miserable evening—missing a pleasant 
evening by two feet. Her own feet—in 
ill-fitting bargain shoes—while her friends 
are dancing every dance, and having a 
wonderful time in their smart, comfortable 
slippers from 


STORE NAME 





on Caution 


By R. E. ANDRUSS 


Eich careful, cautious 
customer of today is an individual unit in the national 
reaction from an era of extravagance. Result, a men- 
tal uneasiness and uncertainty, bringing a new section 
of the buying cycle into prominence—one which the 
shoe merchant can profitably capitalize through a 
subtle, understanding appeal to the mood of the public. 
Some call it the cycle of fear. 

Quality, fitting and store stability are three basic 
fear appeals—subject to many variations in presenta- 
tion. So is the fear that we will miss pleasure or 
profit through our own neglect. 

Quality in shoes assures economy and satisfaction. 
Well fitted footwear promises comfort and foot health. 
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Store stability registers safety to an uncertain mind. 

But each message must carry a direct and personal 
appeal, with a definite suggestion for avoiding the 
feared difficulty—leaving a spirit of assurance that 
following the suggestion will bring pleasure or profit 
to the reader who acts. 

Logically, the store must have the shoes and the 
service to fulfill the very important obligation it has 
to the customer who responds to such messages. To 
create confidence and hope, and then disappoint the 
customer would bring a dangerous reaction. 

Last spring, I had an aching right side that was 
exceedingly uncomfortable at times, occasionally eas- 
ing off, only to come back with renewed vigor. My 
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She Has B. C. 


She means well, but she is so unwise— 
as a result she pays a severe penalty 
for her failure to distinguish between 
thrift and B. C.—Bargain Complex. 
But we're sure she will soon learn 
that she’ll enjoy greater comfort and 
@ much more economy through better @ 
shoes chosen at | 


STORE NAME 





Here are typical ads emphasizing the fear appeal which you can use 
“as is” or change to meet your requirements. We suggest lengthen- 
ing each ad about one-inch to admit an illustration and description 
of a shoe below the store name, which you will notice, ties up with 
the body of the text and should not be separated. 


mind visioned appendicitis, lots of expense, and sev- 
eral weeks in the hospital when I couldn’t spare time 
conveniently. 


Dre day when the ache 
was severe, and I was greatly disturbed, I went to 
our doctor, a keen physician, who appreciates the men- 
tal as well as the physical make-up of folks. He 
spread me out on one of those trick tables—punched 
and poked, and listened through his stethescope for 
mysterious messages. 

Finally, he smiled, “What you need is more exer- 
cise and a good dose of castor oil!” My mind was 
cured instantly—the rest of me got well quickly. 

Many customers are suffering today from mental 
uneasiness—merchants, too. They’re trying “price” 
as a cure-all, overlooking the fact that meeting the 
mood of the public in an understanding way, and 
creating hope and confidence, are better ways to cure 
our difficulties, and sell shoes. 
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All Tired Out! 


Blythely she started—soon she lagged—and 


then ...! She sits by the wayside tired and 
unhappy, knowing well the Boy Friend is 
telling himself he’ll invite some other girl for 
the next ramble. 


Perhaps not—for she has learned that high 
heels and hiking don’t go together—tomorrow 
she will get a pair of comfortable, serviceable 
sport shoes from 


STORE NAME 


=. 
oleeeeeftennen meee OOoEoeoeaeoeoes=s=s = — Oe 
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CATCHY CAPTIONS 


Flattery goes to the peak as white captures the charm 
of fiddle shanks. 
—R. H. White Co. 
Heel—toe and away you go—with a shoe for every 
sport. 
. —Chas. A. Stevens & Bros. 
Of course they’re DULL—but have you seen the vamp 
toe? 
. —Slattery’s. 
“Madam, will you walk?” 
—T. Eaton Co. 
“Follow the Leader” in the new ox blood calfskin shoes. 
—Best. 
This era of elegance is reflected in the new Fall shoes. 
—Andrew Geller. 
Smart little students should have smart little shoes. 
—Eaton’s. 
Thousands of thrifty mothers agree there’s greater 
value in Millerkins. 
—J. Miller. 
The sub-deb puts her “best foot forward.” 
—Best. 
Leather heels are better than ever. 
—Macy. 
SUEDE, because suede gives the tone and texture of 
Fall costume fabrics and colors. 
—Gimbel’s. 
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IDEAS .. WortH TRYING 





Practical Suggestions You Can Use In November 





Do You Hold a 
Lucky Number? 


Is Your Size Here? 








13 84%) 


Sines. 
SSI 6 6M] 2 
be oof 4/04 
3 | se) 
4isie 




















And because the event is so unusual shoes 
papgead dor eset ectanh, oo eaten —— 


1,635 Pairs of Shoes 
Are Reduced to 


$5 Pair 


This Is Just One Group in the 
Semi-Annual Shoe Sale 


All the shoes in the Sale are those in the fashion of the 
moment and im the styles promised vogue through the season. 
Ther Piso 


CARSON PIRIE Scott & Co 


During August Store Closes On Saturday at 1 P. M. 











To Clear Out 
The Odd Lots 


Above is pictured a very effective 
type of ad to use when you have a 
Jot of odd sizes to clear away. The 
heading is cleverly worded to get 
the attention of every one who 
glances at the newspaper page. “Do 
You Hold a Lucky Number”? 

Reading further you see that the 
lucky number referred to is your 
shoe size, and in the table that fol- 
lows are listed the exact number of 
€ach size that the store is offering 
at the sale price. 

Here’s a good idea to tuck away 
for use next time you have a clear- 
ance sale. Or it will be an ideal way 
to present a one-day clean-up of odd 
sizes any time during the season. 


Use Leaders to Get 


Customers In 


No doubt you are planning to add 
several extra lines during the holiday 
season to help keep your volume up 
during that great buying season. But 





adding additional lines won't help 
unless you get people in your store. 

You should plan to have a special 
“leader” every Saturday during the 
season from Thanksgiving to Christ- 
mas, and these “leaders” should be 
extraordinarily good ones. The best 
way is to merchandise specially for 
them. If you plan well in advance 
you can easily pick up four good 
special lots for this purpose—a 
woman’s hosiery item for instance, 
or a good handbag that you can offer 
at an interesting price by taking a 
close profit. 

If you will use such “leaders” and 
advertise them vigorously you will 
be well repaid by the additional num- 
ber of people they will bring in your 
store to shop. 








LITTLE IDEAS 
WORTH TRYING 




















Some Saturday, when you're putting 
emphasis on children’s shoes, try giving 
a packet of postage stamps with every 
pair of shoes. Many children have 
stamp collections, and those that: don’t 
will find such a prize tempting. You'll 
find a bulky packet of stamps can be 
bought at a very low figure—10 cents 
or less—from companies that deal in 
them. 

* * * 

Did you every try the want ad col- 
umns of your local newspaper for ad- 
vertising Saturday specials We have 
heard of several stores that have used 
these little ads with very great success. 
Of course you must confine each ad to 
one item. Try it some Saturday. 

* ok * 


If you’re in a territory where the 
hunting is good, it might be worth while 
to send out a little letter to hunters 
on high boots, providing you can se- 
cure the names of those who might be 
interested. 

* * * 

How often do you run an advertise- 
ment talking about your “service”? 
It’s good business to do this regularly, 
using copy that emphasizes your atten- 
tion to proper fitting, your specializa- 
tion on children’s shoes, etc. Make 
such ads brief if you expect them to 
be read! 





A Good Letter 
For November 


November is the big fall selling 
month, and any direct mail advertis- 
ing to your customer list should talk 
Style. Here’s a suggestion for a 
letter to send out most any time now. 
If you do not concentrate on one 
price it may require some alterations, 
but this can easily be done. 


DEAR MADAM: 

We've been telling you about the new 
Fall footwear styles for some two 
months. Now we want to tell you 
about the ASSURED styles. 

Every season sees varying style trends 
for the first few weeks. Some of these 
new styles last but a short time and 
then disappear. They have failed to 
find favor. 

But others become more popular as 
the season progresses, and by No- 
vember they’re the ASSURED fa- 
vorites for Fall and Winter wear. 
You'll find none but the ASSURED 
styles here—styles you can buy with 
confidence that they will be “right” all 
through the season. 

You'll be particularly interested in 
the collection at $7.50, and we venture 
to say you'll look far to find their 
equals in style, leathers and workman- 
ship. It will be a pleasure to show 
them to you the next time you're pass- 
ing the store. 

Cordially yours, 
YOUR NAME 


If you use such a letter as the 
above the “Assured Styles“ idea 
should also be carried out in your 
window cards and your newspaper 
advertising. In fact, it should be 
used in these mediums whether you 
send out a letter or not for it’s a 
sales argument that has a powerful 
appeal to the woman who must go 
through the season with one pair of 
shoes. 


During the Fall season a “Get Ac- 
quainted Week” provides a good reason 
for some special advertising and selling 
effort. Some stores make this an an- 
nual event, using a few tempting values, 
with the explanation that they are do- 
ing this to acquaint newcomers to the 
town with their shoes. 
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Lo sania sili eatin net imme elias cane 


The opinions and conclusions expressed in this series are 
those of the author, and they are published by Boot AND SHOE 
RECORDER in the interest of increased discussion, research and 
knowledge of feet and shoe fitting. 


Bitten arch or flat foot 
is not the breaking down of the arched bones of the 
foot. The arch of the foot never breaks down. I 
have before referred to the flexibility of the liga- 
ments that bind the bones of the foot together so 
that they are practically rigid, yet are flexibile enough 
to allow a slight gliding motion of the bones. When 
the foot rolls over inward or outward the bones of 
the foot change their position relative to each other 
and are disarranged, but they are still held together. 
This accommodation of the relationship of the bones 
of the foot allowed by the flexibility of the ligaments 
is so complete that even when the foot, by accident, is 
badly crushed, the bones often so glide upon each 
other as to prevent breaking. 

Two orthopedic surgeons of long experience have 
told me that they have never had a case in which the 
bones of the tarsus or metatarsus regions were 
broken. Whether other surgeons have had a differ- 
ent experience, I am not prepared to say. Accidental 
breakage is outside of our subject anyhow. What I 


Fig. 1 
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How Flat Foot 
Happens 


Failure of Leg Muscles to Hold Foot in 


Proper Relationship Causes Derangement 


Sixth of a series of articles about feet and 
footwear from the standpoint of foot health 


By HUGH THOMPSON 


am insisting upon is that the condition generally 
known as fallen arch is not a breaking down, but a 
rolling over of the whole arch of the foot together, 
and that the roll, whether inward or outward, is due 
to the failure of the muscles of the leg to hold the 
foot in proper relationship to the bones of the leg 
that rest upon it. When this overstrain or weakening 
of the leg muscles is gradual, which is true in the 
large majority of cases, the roll is inward; when it 
is the result of sudden strain or due to illness it may 
be outward, but in either case the point of deviation 
is at the ankle joint and the primary cause is the 
weakening of the muscle above the ankle. 


The illustrations above show 
you, in Fig. 1, a side view of the arch of the foot, 
reproduced from a standard work on anatomy. Fig. 
2 shows a reproduction of the popular conception of 


a fallen arch or flat foot. The photograph at the 
top of the page shows a typical case of flat foot, seen 
from the front, also showing a section of the shin 
bone. The foot is sagged down, toes turned out and 

the inner border of the foot flat on the ground. 
If the arch of the foot really flattened lengthwise, 
[TURN TO PAGE 81, PLEASE] 














IWANT TO KNOW. 


FACTS WITH FICTION FILAVOR, 





|” BuT WHEREFORE” ASKS FLAVIUS IN 
JuLrusS CAESAR, “ART THou NOT IN 
THY SHOP TODAY 2 WHY boST THOU 
LEAD THESE MEN ABOUT THE STREETS 2 
* TRULY SIR," 1S THE SHOEMAKER? 
REPLY, “TO WEAR OUT THEIR SHOES 
TO CET MYSELF MORE WORK 








THE SAME TOE, COUNTER 
AND FRONT CAN BE FOUND 
TODAY IN BALKAN, GRECIAN 
AN TURKISH COUNTRIES 


FROM HITTITE 
ROCK CARVINGS 


THE STYLE THAT 


HAS LASTED 4000 YEARS — 
AND IS STILL THE RAGE 


CINDERELLAS SLIPPERS 
WERE NOT MADE OF GLASS, 


IT 1S SAID THAT A PRENCHMAN 
CREATED THIS DELUSION BY 


WRYTING * ‘VERRE "— GLASS) IN 
MISTAKE OF “VAIR'~ (FUR) 


THE TWO WORDS BEING 
PRONOUNCED ALIKE. 


OurR FACTORY SYSTEM IS AS OLD AS 
ATHENS, SOCRATES TELLS OF TANNERS, 
SHOE MAKERS AND COBBLERS IN SEPARATE 
COMMUNITIES. ONG CUT OUT THE LEATHER, 
THE OTHER, CLOSED; ONE MADE MENS 
SHOES — ANOTHER WOMENS. THIS WAS 
THE FIRsT GREAT SUBDIVISION OF 
SHOEMAKING EFFORT 
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qPURRPIING Pane eonED 


Qhitfening of the raw 
silk market, together with a better 
demand in some quarters for silk 
hosiery gave the general market a 
brighter outlook at the opening of 
November than for almost any 
month this year. While sufficient 
progress has not been made to de- 
termine with any degree of accu- 
racy the actual improvement, there 
has been some _ improvement, 
enough, in fact, to give many 
market leaders the impression that 
the corner has been turned. The 
drastic reduction in production 
during the summer has at last 
made itself felt, and while here 
and there distress merchandise still 
presents a problem and tends to 
set a false level of prices, offer- 
ings of distress goods are becom- 
ing fewer and reports indicate that 
more and more new business is 
being booked at regular prices, al- 
though these prices show little or 
no profit to manufacturers at present. From the 
broad aspect it looks as if prices now are about as low 
as they can go, except for distress goods. 

During the last month more producers jumped into 
the competitive arena of dollar merchandise. Several 
branded lines are now being offered at $8.00 and 
$8.50 a dozen, wholesale, for full fashioned, all-silk, 
and a few are widely advertised as being 42 gage 
goods. Plenty of 39 gage stockings are being offered 
as low as $7.50 a dozen. The drive for lower prices, 
incidentally, has brought a return of misrepresentation 
of gages. No small amount of 39 gage stockings are 
masquerading as 42 gage goods. This is particularly 
true of grenadine stockings, which by their nature are 
likely to look to be of finer gage than they really are. 


Acceptance 
dines; Off-Whites and 
Neutral Beiges Considered 


for Spring; 
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Hosiery Prices Stabilized 
as Raw Silk Stiffens; Wider 


look for Laces and Novelty 


Meshes 


White prices have held 


the center of the stage of interest 
in hosiery there have been other 
developments of major importance, 
as well. Judging from orders and 
deliveries reported by throwsters, 
grenadines are pushing forward 
more rapidly than many in the 
trade anticipated. It is difficult to 
estimate how much of current pro- 
duction is on grenadine numbers, 
but a good guess places it in ex- 
cess of 30 per cent. Many mills 
report present sales of grenadines 
as accounting for 50 per cent or 
more of their production. At the 
retail end similar progress is re- 
ported, particularly in the large 
cities where the sales of grena- 
dines in leading stores run from 
50 to 70 per cent of the total ho- 
siery sales. One interesting angle 
on the grenadine production end is 
the fact that there has been a 
shifting away from the 2 by 2 
yarns (which, according to the Silk Association’s defi- 
nition cannot be classed as a true grenadine) and 
toward the twisted single end construction, usually a 
4 thread. All in all it is likely that about 90 per cent 
of current grenadine production is on 4 thread con- 
struction. 

While the Textile Color Card Association has not 
yet selected spring, 1931, hosiery colors in cooperation 
with the hosiery industry, some thought has been 
given to the possible color trend for next season. In 
looking ahead several things stand out prominently— 
first, that the winter resort and spring season will be 
a strong one for white costumes and white shoes, re- 
lieved by touches of color. The brown and white 
combination is touted as an almost sure winner. This 


for Grena- 


Good Out- 
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This most attractive hosiery window was recently seen at 

Franklin Simon & Company, New York. Note the few fix- 

tures employed—four tee stands and three hollow boxes. 

The use of the shoes in the display is a good example of 
ensemble exploitation 


apparently will call for light stockings with a slightly 
brownish cast. In some quarters consideration is 
being given to the possibility of a return of the pure 
white stocking as a volume proposition. It is certain, 
however, that as white hosiery returns to favor it will 
be largely in the heavier weights. Best opinion still 
inclines to the belief that women will wear the off- 
white stockings with white costumes and hosiery. 

Blue also is much to the forefront as a spring cos- 
tume and shoe color. The neutral beiges fit here 
admirably and reports from Bairritz at present show a 
preponderance of neutral beige hosiery being worn 
at that smart resort. 

The current vogue for dark brown and off-black 
stockings is expected to carry through the winter and 
well into the spring. Even with light dresses, dark 
coats and shoes will be worn, it is contended, and the 
hosiery will remain in the dark, rather than the light 
category. 


Pres, introduced last year 
as a summer note, will have another fling, some astute 
fashion observers feel, but it is a good bet that pastels 
will not reach volume business. 

Along with the influence of costume and shoe colors 
on hosiery colors for spring will be the influence of 
costume textures on the type of stockings. Fabrics 
for spring, we are reliably informed, will fall into two 
main classifications, the very sheer, and the rough 
weaves. Fabrics of still greater sheerness than we 
have already seen indicate a continuance of the very 
sheer stocking. The greater use of lace in costumes 
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also points to more lace stockings, in fact, the stage 
seems all set for pushing lace stockings into the fore- 
front of high fashion. At present there is a good 
demand for lace and mesh stockings, the tendency 
being toward the very large openings in mesh. Rough 
weaves, such as the tweeds and ratines put grenadines 
and meshes into the fashion picture strongly. It is 
believed that mesh hose in lisle and mixtures will be 
more generally adopted for active sports wear than 
they were during the summer of 1930, when this type 
of stocking reached higher favor than ever before. 
The outlook for novelties in general is expected to be 
stimulated by the greater acceptance of novelty weave 
fabrics in costumes. 


L, the controversy of dull 


vs. lustre hose, the position of ingrains offers some 


interesting speculation. It has been fairly well dem- 
onstrated so far that ingrains, as such, have not suf- 
fered because of the rise in importance of dull finished 
hosiery. While much of the appeal of ingrains lies 
in its finish, which has a lustre and catches the high 
lights to a greater extent than even dip-dyed trams, 
for certain types of costumes ingrains are still pre- 
ferred. The introduction of ingrain grenadines has 
not been followed by large orders and it is more than 
likely that ingrains will maintain their present posi- 
tion without shifting to dull finishes. Several of the 
leading ingrain lines have long been noted for their 
“softness” of finish giving them the “fabricy” appear- 
ance that seems to be the importance feature of dull 
hose. 
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ADVERTISING Pagms REMOVED 


NEWS OF THE TRADE 


ITH the withdrawal of Ferdinand Thun of the 

Berkshire Knitting Mills; William Meyer of the 
Apex Hosiery, and Laurence Mayer of Julius Kayser & 
Company from the organization committee of the pro- 
posed Full Fashioned Hosiery Exchange, the establish- 
ment of the new organization is somewhat in doubt. Fol- 
lowing a meeting here of the organization committee it 
was announced that the committee had set a minimum of 
75 to 80 per cent of the full fashioned machinery of the 
country as the basis for operation of the new exchange. 
It is understood that about 60 per cent of the machine 
capacity has expressed its willingness to support the ex- 
change. Julian Armstrong of Chicago, continues to 
direct the work of the organization committee and is 
endeavoring to persuade more full fashioned manufac- 
turers to support the exchange. 

The remainder of the committee which continues func- 
tioning consists of M. A. Freschl, Holeproof Hosiery 
Company; Gustave Aberle, H. C. Aberle Company; 
Garnett Andrews, Richmond Hosiery Mills, and George 
E. Rutledge, Wayne Knitting Mills. 


XA 


A settlement outside of court has been reached in the 
suit of the Gotham Silk Hosiery Company against the 
Brown-Durrell Company for infringement of the pointed 
heel patent, and the suit, instituted in December, 1928, 
has been discontinued. 

Another hosiery patent infringement suit also has 
been settled out of court, that which Schletter & Zander- 
field against the Finery Silk Stocking Company, now a 
part of the Interstate Hosiery Mills in January of last 


year. 
XY 


Following the announcement of the offering of two 
42-gage full fashioned numbers at $7.50 and $8.00 a 
dozen, to retail at $1.00 a pair, by Julius Kayser & Com- 
pany, Interstate Hosiery Mills also made public an- 
nouncement that its Finery $1.00 number brought out 
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some time ago is a 42-page number. Several other 
branded $1.00 stockings of 42-gage construction are 
now on the market. 


XY 


Improved statistical position of the hosiery industry 
is indicated in figures for the month of August, com- 
piled by the Department of Commerce. A decline of 
almost 30 per cent in production in comparison with 
August, 1929, is shown, but stocks on hand remain 
slightly above the figure for August of last year. 

Production and shipments in August, 1930, were both 
slightly above July, 1930. Orders booked also showed 


a slight gain. 


Charles M. McGee, for 25 years head of the Brown- 
Durrell Company’s hosiery department, and who resigned 
recently, has opened offices at 385 Fifth Avenue, New 
York, and will act as a hosiery selling agent. While 
Mr. McGee has not made public his mill connections, it 
is generally believed that he will sell the product of the 
Schletter & Zander organization, which recently termi- 
nated its agreement with Brown-Durrell Company and 
purchased the Schletter & Zander stock which the Brown- 
Durrell Company held. 

MA 


Paul J. Freeman, who as New York manager of the 
Westcott Hosiery Mills, was active in introducing gren- 
adine hosiery to the trade when first produced, has re- 
signed. 











Menihan Stocks the JR QTOCK 


Newest First 


















Evening Slippers 


for Formal and Semi-Formal Wear 


“REGENT” 
20/8 Heel 
Nu Mode Process 


F-335—Black Moire Silk....$5.00 


F-336—White Moire Silk, Suitable 
Bet TRAIN. io sieccecensases 5.00 





‘“‘DALLA” 


20/8 Heel 
Nu Mode Process 
F-586—Black Silkray Seamless 


$5.00 
F-58S—wWhite Silkray, Seamless, 
Suitable for Tinting........ 5.00 





‘““REGENT”’ 


20/8 Heel 
Special Process 


F-524—Black Faille (Crepe) $4.50 


F-542—White Faille (Crepe) Suit- 
RS BOP TOME: c ccccccesss 


“ELDORA” 
20/8 Heel 
Nu Mode Process 
F-638—Black Moire Silk....$5.25 


F-639—White Moire Silk, Suitable 
for Tinting. ..... veeenéese ae 





SIZES 
AAA coccccccce edd to 
AA cecccecvese 4h to 
MD ccccccccccccccd to 
B wccccccccccreed ye to 
© cccccccccccceed to 
ans Terms Net 30 Days 
“RIQUETTE” Twenty-five cents additional for 
orders of less than three pairs. 


BBBww 








20/8 Heel 





Nu Mode Process 


F-441—Black Moire Silk....$5.00 


F-516—wWhite Moire Silk, Suitable 
Pee 5.25 


IN STOCK 


























The In-StocK BULLETIN 
“COLETTE” THE MENIHAN COMPANY is sent weekly to all 
pecan In-Stock Department regular MENIHAN cus- 
fu Siete Byeceve tomers. Avail yourself 
SS ae ROCHESTER, N. Y., U. S. A. of this service by plac- 
eee ee ee ee ° 4 
ORS EAE Makers of Menihan Arch-Aid Sivoes ng. ae een, BM. 
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NATIONAL NEWS 


SATURDAY, NOVEMBER 1, 1930 








EVERY WEEK 





Wm. H. Barrett Is 
New Chairman of 
Tanners’ Council 


BuFFALO (UTPS)—At the meeting 
of the Tanners’ Council which opened 
here last Thursday William H. Barrett, 
of Barrett & Co., Newark, N. J., was 
elected chairman of the board of direc- 
tors of the Tanners’ Council: to succeed 
Willis R. Fisher of the National 
Leather Co., of Boston, who served as 
chairman of the board for two years. 
Ernest Griess, of Griess Pfleger Tan- 
ning Co,, of Cincinnati, who had been 
nominated on both tickets for this of- 
fice, declined to accept. 

Fraser M. Moffat, of New York, was 
reelected president. Other officers in- 
clude Albert M. Peirce, of Leas & Mc- 
Vitty, Inc., of Philadelphia, vice-presi- 
dent; Cecil Q. Adams, of the Bristol 
Patent Leather Co., of Boston, treas- 
urer, and J. Louis Nelson, of New 
York, secretary. 

A change in the by-laws of the Tan- 
ners’ Council provides for the creation 
of a new executive committee which 
includes the chairman of the board, 
president and treasurer and the follow- 
ing additional members; C. Wilson Mc- 
Neeley of the Allied Kid Co., of Phila- 
delphia; George B. Bernheim, of R. 
Neumann & Co., of Hoboken, N. J., Vic- 
tor G. Lumbard, of the Ohio Leather 
Co., of Girard, Ohio, and David G. 
Ong, of the United States Leather Co., 
of New York. ; 

Ernest Griess, of Griess Pfleger Tan- 
ning Co., of Cincinnati, was elected 
president of the Foundation of the Tan- 
ners’ Research Laboratory. Other offi- 
cers elected were: P. E. Foerderer, of 
Robert H. Foerderer, Inc., of Philadel- 
phia, vice-president; George W. Olm- 
sted, of J. G. Curtis Leather Co., of 
Ludlow, Pa., treasurer, and J. Louis 
Nelson, of New. York, secretary. 

In addition to the officers, directors 
of the Foundation include Sedgwick 
Kistler of Kistler Leather Co., of Phil- 
adelphia; Charles S. Walton, Jr., of 
Charles S. Walton & Co., Inc., of Phil- 
adelphia; David B. Eisendrath, of B. D. 
Kisendrath Tanning Co., of Racine, 
Wis., and George B. Bernheim, of R. 
Neumann & Co., of Hoboken, N. J. 

Problems of the leather industry were 
considered from all angles at the two 





days’ session. 
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Retail Shoe Trade Showing Gains 


Cooler Weather Gives Real Stimulus to Buying in Various 
Cities, with Blacks Well in the Lead 


NEw YorK—Following the delayed 
autumn revival in retail business re- 
sulting from mild weather as well as 
the recession in industry, shoe mer- 
chants throughout the country are 
experiencing an encouraging increase 
this month, according to reports from 
BooT AND SHOE RECORDER correspon- 
dents in various sections of the country. 

New York business has been some- 
what spotty but the stores are getting 
a gratifying increase at the present 
time. Several of the chains report in- 








Ernest Burrill Joins Procter 
Collier Organization 


CINCINNATI— 
Ernest A. Burrill, 
who for many 
years has been a 
prominent figure 
in the shoe indus- 
try, particularly in 
convention activi- 
ties, is now a mem- 
ber of the Procter 
Collier Advertising 
organization of 
Cincinnati. 

Few men have 
had wider experi- 
ence in retail mer- 
chandising than Mr. Burrill, and his 
platform presentations and trade paper 
writings have been widely recognized 
as authoritative. His book entitled 
“Profit”? has been accepted in the shoe 
industry as one of the most practical 
treatises on the fundamentals of profit- 
able shoe store operation. 

The Procter Collier organization has 
always stressed merchandising in its 
service to its clients, and with the ad- 
dition of Mr. Burrill and his experi- 
ence will extend this part of its service. 
One particular type of work which Mr. 
Burrill has carried on helpfully for 
many years is a personal and confiden- 
tial analysis of overating statements 
and inventories for retail shoe dealers. 
This service will continue to be avail- 
able through his connection with The 
Procter Collier organization, it is an- 
nounced. 


Ernest A. Burrill 
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creases and a number of department 
stores visited in the past week showed 
a satisfactory volume, comparing well 
with the corresponding week a year 
ago. Specialty shoe stores have also 
shown a noticeable pick-up during the 
past week which is attributed mainly 
to cooler weather. 

Business in the Chicago retail and 
wholesale shoe merchandising field is 
reported to be convalescing satisfac- 
torily with only occasional minor re- 
lapses. Aided by colder weather, retail 
sales in shoe and department stores 
showed noticeable improvement last 
week. 

“Blacks are still much the best,” 
says Frank Popper, head buyer for the 
Mandel Bros., shoe departments. 


*“Browns are rather spotty, but all-over 


alligator shoes are extra good. 

“Our largest seller, by far,’ he ob- 
serves, “is the oxford type, and built-up 
step-in pumps are a close second. One 
of our most popular oxfords is a three- 
eyelet shoe. It has three lines of stitch- 
ing across the toe, in an imitation wing 
tip. Rather large perforations deco- 
rate the spaces between the stitchings. 
The quarter, lace stay and quarter top 
line are outlined with stitching and 
perforations. 

“Business is just what you make it,” 
concludes Mr. Popper. ‘With us, it is 
good and getting better. We see no 
reason to complain.” 

F. C. Scholz, head buyer for Carson, 
Pirie & Scott, is of the opinion that 
browns are picking up a little. He also 
says: “Oxfords are the best sellers; 
pumps rate second; straps are third. I 
believe that there is every indication 
that oxfords will continue good 
throughout the Winter. 

“Since the recent cold spell,” observes 
Mr. Scholz, “I have noticed a tweed 
effect in many coats. Therefore, in all 
probability, tweeds will enjoy increased 
popularity.” 

Despite a late selling season due to 
the prolonged hot weather, most Des 
Moines shoe stores have about broken 
even with their records of a year ago, 
according to reports from there. 

(TURN TO PAGE 72 PLEASE) 














TFFYEFEPrrrrereeeecureceeycereecReerererererereugy ss 


BUY iw tne AE 


SBSBSBSPSBSL_ BSE HRBSEERBSERBEERBRSESESERSSRSBPSSRSSSERB SERB SRB RBPBPECRPKBE RB SESRSSERPSseesees 





PERBBBeeeees bee eBeeeaeeaua 








- 
























CRESCENT LEADS AGAIN! ! 
Prices REDUCED on 100% COMPO OPERAS 


4406—Patent, 21/8 Spike... .$3.25 


4407—Same in 15/8 Baby 
Bpike cocccccccccvce 3.25 


4408—Black Moire, 21/8 Spike 3.35 
4409—Kaffor kid, 21/8 Spike. 3.25 





co Sip 
Look Over Our Line of ARROW 
Black Patent Chrome, Gun Metal 
9 Silk Kid and Black Pinseal Trim. 
en's pats Kaffor, Gun Metal Silk Kid and 
Black Pinseal Trim 
Black Suede Calf, Silk Kid and 
Reduced Price for Early Delivery Black Pinseal Trim. 
From Brown Suede Calf, Silk Kid and 
7 5 Black Pinseal Trim. 
Cents a P alr Long Vamp only, 20/8 
Spike and 14/8 Junior Louis 
Up heels, C wide, sizes 3 to §— 
Samples sent on request $2.10 ( 
BLOG SHOE COMPANY, Inc. a ee by 
sta 
147 DUANE STREET 109 Reade Street New York City 
ie Mer aa ee a's 9 . ‘aa = 
ie 


















4410—Same in 15/8 Baby 5 
BpMe  cccccccssccccs 3.25 
4411—Black suede, 21/8 
BOM cccccccccnccces® 3.50 
4412—Same in 15/8 Baby 
ERO ccc cccecccccoes 3.50 
, 4413—wWhite Wave Moire, 
21/8 Spike ......... 3.50 
> 4414—Black Satin, 21/8 Spike 3.25 Stock No. 1849-—Black suede 4 eyelet 
o~ ucher ord trimmed w: gun 
441 Same in 15/8 Spike 3.26 "Ors silk and black and white tweed. Also 
mt ete Be Fy FE AS 
» leather an lack and wi weed. 
Built On Our New Exclusive Modified Toe Last. with silver. Also in patent leather. Patent leather trimmed with kaffor 2634-5—B: 
High Heels, AA to C. Baby Heels, A to C. Also in black satin. Also in black kid and black and white tweed. Brown and H 
, suede, bow trimmed with black and suede can Gidie a Wee bs 2828-30-32 
CRESCENT SHOE CO reper phe iadipng ee 
. C wide—Sizes 3 to 8. C wide—Sizes 3 to 8. LIO: 
131-133-135 Duane St. New York City 
® * 
& aja 


We Challenge Comparison with Any 














HIGH GRADE UNBRANDED 


























Other Shoes in the Country “COMPO” ALL LEATHER SHOES Ge 
These Pri A new, modern, scientific method of Shoe Making 
at ces ( a og tacks, staples, nails and 
25 é stitches, which assures better fit, longer 
, wear, smarter appearance an 4 
3121—Black Suede opera, as faultless flexibility. 
metal and patent leather ; . F 39. 
patch es, sliver piping. A 5 to 8 P 1539— 
B1St— pres eee seira, b peg y ira’ 
—Brown Suede opera, brow: 
tweed and hanes oa tent C3 to 8 mod. 
3 patches, aah piping. 
ame y heel 
3141—Same, Kaffor Kid, patches ] -_ 
to match, silver piping. 6/8 1 
3142—Same, baby heel. q 
3151—Same, patent leather— 1541—! 
— to match, silver pip- —— Sp. he 
satPescpecasccedoel 25 1531 Black Demi- ot & kone 
8152 ~same, baby heel. 1826 Black’ Moire Satin. -<*.--. Siz «1882 Leaf Brown Kid--..s.-...- 4.00 1542—] 
S161—Same brown kid—gold pip- 1527 Black Demi-Glaze Kid..... 338 Sp. he 
MANY‘ OTHER STYLES—WRITE FOR CATALOG 
145 DUANE ST., NEW YORK CITY MORSE & ROGERS 
a e S N. Y. Branch International Shoe Co., Inc. RUDSON'STS. 
ae » = = = ai siete i _— _ 
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ais 
The Weather Prophet Predicts 
a Stuff, Old-Fashioned Winter The leading Stylish Stout Specialty house in 
America. 1000 Styles to select from in all 
You Better Prepare for It by Stock- materials A to EEE. Sizes 1 to 10. 


ing Up on Our Boys’ High Cuts Dr. Carol’s Health Shoe 


Stock Number 3518 0103—Blk. Kid boot, 9/8 flat heel, McKay. .$3.35 
3 " heel, McKay 3.35 

Boys’ bidck ful grain elk twelve 0104—BIlk. Kid boot, 13/8 Cuban hee cKay 

ne oot; stock tongue; 11 iron Oak 

Bend outer sole; leather heel with Supreme Stout Health Shoe 


Owl’s eye plug; made with Genuine 469—Blk. Kid, 13/8 Cuban heel, Welt.... 
Barbour Stormwelt. 472—Bik. Kid, 9/8 Flat heel, Welt 
Widths B to E. Sizes 1 to 6. 6411—Blk. Kid, Orthopedic heel, Welt 


e Si 3 to 9—Width EEE i tock. 
Price $4.40 sida as , alias 


Little Gents’ Price $3.60. 
Same in dark tank elk. 


Samples Sent Prepaid : 
Powell & Campbell nee @ tena ne 
122 Duane Street, New York { 1°! DUANE STREET 
a 
a 


a a 








100% “COMPO” REGENT OPERA PUMPS 
You con eoslly eoquive “VOLUME” =— RK IN STOCK READY TO SHIP 


* oT 9? * . 
with “Lion” artistic footwear. R-12916 Patent Leather Touts $3.25 
R-12910 As above Baby 3.25 
R-12926 Black Satin 3.25 
R-12920 As above > 25 
R-12986 ar Kid 
ieeee As above 
Black Moire 
R 129 M6 White Moire 


es 
rey 


wwwpewus 
SESSaR 


-12956 White Satin 
ALL ON THE MODIFIED TOE LAST 


. 3. QS F 2 Louis Heels—AA to C 
. J " . Baby Heels—A to C 

Trimb oe / fie. 

2038. t * \" Savo' —— Write or wire orders 

283: 


Also Women’s Latest Creations to retail from $3 to $6 


2834-5—Brown Suede, X-strap, Baby 2836-7—Black Suede Oxford, Baby 
and High Heel. and High Heel. 


—“atu maae a= Lazarus Fried & Sons, Inc. 
LION SHOE CO., 118 Duane St., New York City 120 DUANE STREET NEW YORK 


i. - Sowa — ww 





resents a New Gored Tongue Pump with 
gee teen White Lizard Trim in. A Tackless, Seamless, Cemented Opera 


High Grade Turns. | at $2.65 
In Stock AA to C . Patent Leather 


1§39—Bik. Suede tongue pump, Black Calf 
with genuine black and white - 
lizard trim, silver kid Pigise. 4 ; Black Satin 
le s x t . 5 . : 
a $4.50 Black Moire Satin 
1540—Blk. Suede as 1539 in Ls Brown Kid 


16/8 Baby Sp. heel turn, $4.50 High _ Baby Heels 
1541—Blk. Kid 1539 in 20/8 s 
Sp. heel turn 8 ” $4.50 f 3 to 8, B & C Widths 


1542—Blk. Kid as 1541 in Pry 3 - 
Sp. heel turn No. 1539 


{ 
CORP J. WEISS SHOE CO. 
"a4 DUANE Sh a... 137 Duane Street New York City 


—_" > 











Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Nov. 1, 1920 





























Men’s Shoes 





Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 





























This pleasing display from the Fifth Avenue Foot Saver Shop in New York, illustrates 
admirably how effective windows can be had at moderate expense, The lamp used 
here cost $2.85 and can be used again, with a different shade perhaps. The felt used 
as a floor covering cost $8.00. The wood block set cost $44 and can be used re- 
peatedly in any number of combinations. 
sprays in New York, but can be had for nothing in most places. Total cost of 
window, $55.45. 


Ww H ERE TO BUY Artistic, Yet Inexpensive 










Autumn leaves sell for 60 cents a dozen 

















WONEST ALL G. A. Gilbertson ‘ 


87 IN-STOCK STYLES FOR MEN with J. C. Penney 
11 IN-STOCK STYLES FOR BOYS PoRTLAND, OrE—G. A. Gilbertson, 
EMERSON SHOE MFG. CO. formerly with Olds, Wortman & King’s 

ROCKLAND, MASS. shoe department, succeeds H. C. Wells 
WRITE TODAY FOR CATALOGUE as manager of the shoe department for 
J. C. Penney Company’s main Portland 
store at Fifth and Washington Streets. 
Mr. Gilbertson had served as basement 
shoe buyer and assistant manager at 







— 












MADE Greawarvey by met the Tacoma store during his six years’ 
Oe nO connection with B. F. Schlesinger & 
ons. 















[fF sreaer PROFITABLE M. Pierce Heads Shoe Dept. 
WANTED 


PORTLAND, ORE.—M. Pierce formerly 
of the I. Miller shoe store at Seattle, 
has been appointed head of the I. 
Miller shoe section at Olds, Wortman 
yrbaoe roan mis:siecselc & King. This department, adjoining 







mi . EN ry ; 
NOLDS COm:- BROCKTON MASS. | the women’s shoe section, was ren- 


ovated recently and furniture and 
finishings were modernized. I. Miller 
bags are now displayed in conjunction 


Tue with their matching shoes. A. Y. Drain 
Pie is buyer for the regular department. 
SHOE 


























FOR MEM 
().. 1 raceanogy en QP) Babbitt Bros. Remodel 
BROCKTON 


























Shoe Dept. 

_ Puscorane, Ant, (OTPS)— With 
the remodeling of a number of depart- 
NETTLETON ments in Babbitt Bros. Trading Com- 
Shoes of Worth pany, ~, shoe a ay v0 mene 
ment o onte Gamm, is also undergo- 
A. E. NETTLETON CO. ing important changes, including en- 
H. W. — {aw largement of stock and some new equip- 
MEN'S Finn ShOns EXCLUSIVELY ment. The shoe department is being 

moved to a new location in the store. 
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Demand for Better Shoes 


GRAND Rapips, MicH. (UTPS)—The 
Yeiter Shoes, Inc., (formerly Elliott, 
Yeiter Schauweker Co.) is doing a big 
volume and Mr. Schauweker comments 
on the fact that there is more demand 
for the women’s $10 to $12 range than 
for the medium priced lines. “Folk 
who have money still have it and are 
spending it more—the lower priced de- 
mand is still reluctant about letting 
go. 


Selby Shoe Declares Quarterly 
Dividend 


PorTSMoUTH, OHIO (UTPS)—Di- 
rectors of the Selby Shoe Co., at a meet- 
ing October 14, declared the regular 
quarterly dividend on the company’s 
preferred stock, making 26 consecutive 
dividends paid. The directors ex- 
pressed their confidence in the future, 
and conditions at the factory are ex- 
pected to improve materially as the sea- 
son advances. 


Bracker Stores Feature 
Riding Boots 

Tucson, Ariz. (UTPS)—The Bracker 
Stores, Inc., men’s and boys’ clothing 
and furnishings, also sporting goods, 
has opened business in the firm’s own 
new building at 34-36 West Congress 
Street. Charles Bracker is president, 
also general manager. The store is ex- 
clusive local representative of the 


O’Donnell Shoe Corporation of St. 
Paul, specializing in O’Donnell riding 
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boots for men.and women. 
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“MORE THAN A SPAT” 


Tweedie Design Lifts Spats 
Into the Realm of Conven- 
ience, Cleanliness and Style 
1 New patented angle for leather straps: 
The Tweedie strap is fastened to the 
heel-piece instead of the toe. This feature 
makes the front seam of the spat conform 
to the crease in trousers, and keeps it there. 
2 Slips on over heel instead of toe: The 
strap need never be unbuckled to put 
on spat or take if off. Just slip it on over 
the heel; and take it off the same way. 
3 Never pulled on over muddy shoe toes: 
This feature keeps Tweedie Bootops 
clean, inside and out. 
4 Unnecessary to remove while getting 
shoes shined: Just unfasten buckle and 
lift spat out of the way. 
Automatically centers itself and stays 
put: Because of the patented angle at 
which the strap is fastened, it automatical- 
ly adjusts itself to the instep and stays 
there, keeping the Bootop smooth, close- 
— and dressy. 
6 All buttons are hand 
fastened. 
7 Wide range of colors: Tweedie Bootops 
are made in black and white and six 
beautiful shades. 
8 Full line of sizes: Tweedie Bootops are 
carried in scock for immediate delivery 
in sizes 5 to 11 inclusive. 





So, 


with NEW SELLING FEATURES 
that Mean MORE Profits for YOU 


MERICA has adopted spats with a popularity increasing from 
200% to 300% each year. Stylists forecast that this fall and 
winter will show an even greater increase in spat sales. This offers 
you an opportunity to “cash in” on popular demand—providing you 
display the newest in spats, with distinctive selling features. 
Tweedie, the originator of Tweedie Bootops for Women, has now de- 
signed Bootops for Men which are distinctively an improvement on the 
best English or American patterns hitherto produced. While following 
the English-styled spats in tailoring, quality, mode and color, Tweedie 
has gone the English one better in perfecting many new features. 


Increase Your Fall and Winter Profits 


Selling TWEEDIE SPATS for MEN 


The spat-selling season is almost here. There is no doubt but that it 


will be a big one—with increased sales over last then” 7 ‘ 


profits for the dealer who is “ready to go”. 
With a stock of Tweedie Bootops you will have a new spat to offer your a 

customers. With its many distinctive and patented features, the Tweedie 

Bootop will practically sell itself. Each series is made of the highest a 

quality workmanship, material and grade for its price range. With 

justa Tittle salesmanship you can sell almost every man who 

enters your store—particularly if he ever wore the old, Pa xt 

ordinary type of “spat”. He will see instantly that ra 2 

Tweedie Bootops are “‘More Than a Spat”’. <o™ 


Right now is the time to order! 
Send the coupon at right for 
free descriptive folder. 


Tweedie Bootop Company ‘\ 
Jefferson City, Missouri 
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WHERE TO BUY 
Men’s Shoes 





WEL 


Ww 


Men's 
Fine 
Shoes 
SHOE cai, 
Shee Co. 
Besten—183 Eesex Street 


N. Y.—915-917 Marbridge Bidg. “*™* 











BEACON SHOES ,/ 


IN STOCK 
SERVICE 


TYLES 
AIL AT RETAIL AT 


ge styles F. M. HOYT SHOE 15 STYL 
R co. T; 
$5 & $6 Manchester, N. H. $4 


~~ 


WHERE TO BU 
Women’s Shoes 





1 Ultra-Smart Sandals 
——— 


Complete color 
combinations 


Unusual 
Profits 
Write direct 


BIARRITZ SANDALS, INC. 
33 West 27th St. New York 




















WHERE TO BUY 


Women’s Novelties 





a Yudo 


SANDALS 


will be the rage during 1931 


Ask Mr. I. Lichtenstein, who is traveling 
through the South, and Lester Jones, who 
is covering the Middle West with our 
complete line of Braided Shoes, about the 
Da Vido Sandals. 


THE R. STERN CO. 
IRWIN W. DAVID, General Manager 
303 Fourth Ave. New York 








On the Selling End 


News of Shoe Travelers and Sales Activities 


STOUT is now 

e carrying 
Hard-Pan and Tor- 
son shoes made by 
the Harold Bertsch 


the territory em- 
bracing Indiana 

and Illinois outside 

of Cook County. 

Mr. Stout says his 

past season has 

been quite satis- 

factory with ex- J. 
ceptionally bright 
prospects for the future. He finds re- 
tailers’ stocks low and in the majority 
of instances they seem to feel that 
there is a trend of business upward for 
the dealer who carries good substantial 
and well-selected lines. 


HE Hood Rubber Products Com- 

pany has opened a large and up-to- 
the-minute in-stock branch at 638 South 
San Pedro Street, Los Angeles. The 
new stock house is fully as large and as 
well equipped to handle and accommo- 
date Southern California and Arizona 
retailers as is the growing and pro- 
gressive branch located at its new ad- 
dress, 564 Sixth Street, San Francisco. 

Each of these branches have a floor 
space of approximately 20,000 square 
feet and are stocked to capacity. The 
Los Angeles headquarters enjoy the 
same accessible location for southern 
buyers that the branch at San Fran- 
cisco offers the retailers of the north. 

. W. McKee, district manager for 
the Hood Products Company in Cali- 
fornia, Nevada and Arizona, has direct 
supervision over this new branch as 
well as the branch in San Francisco. 
Mr. McKee came to the Pacific Coast 
as a stranger to the western business 
world and has, in the course of three 
short years, made an enviable record. 
The Hood Products Company has from 
five to seven traveling representatives 
covering. this territory at all times, as 
well as the two in-stock departments 
in these two principal cities of the Pa- 
cific Coast. 


Stout 








You Can’t Stop This Type 
of Salesman! 


Ordinary selling methods produce or- 
dinary and mediocre results. As in 
every so-called depression period some 
organizations and some sales forces 
are showing up with real gains—they are 
the ones that won't take a licking lying 
down. They fight for business and for 
profits with every ounce of energy. 

During times when orders are harder 
to get than usual you can’t expect to 
make a satisfactory showing by being 
home every week-end—not working 
Saturdays. You must be out there every 
minute you can see a retailer talking 

ing your proposition—From a 
Sales Bulletin by Haish & ine Shoe 
Co., Milwaukee. —— 














1. following men have joined the 
Vitality sales force for the new 
season, in addition to those who have 
been with the company since it began 
operation: 

A. R. Moore, Wisconsin, Minnesota 
and North and South Dakota. 

G. D. Scott, Missouri, Kansas, Okla- 
homa, Colorado and Wyoming. 

Hal Long, Western Kentucky and 
Tennessee, Alabama, Mississippi, Loui- 
siana and Arkansas. 

Harry Springgate, 
Michigan. 

A. F. Burns, all of the state of Ohio 
and North Eastern Kentucky. 

S. -A. Ward, Central Eastern terri- 
tory, comprising the states of Virginia, 
Maryland, West Virginia and Eastern 
Tennessee and Kentucky. 

Larry O’Connor, Eastern Pennsy]- 
vania and Delaware. 

John C. Thomas, all of New York 
Siete with the exception of New York 

ity. 

James Rae, of Vancouver, B. C., the 
larger cities in Canada. 


Indiana and 


AT™ 28 years of splendid service 
with The Irving Drew Company, 
Walter A. Airis of Rockford, IIl., has 
resigned to “take things a little easier” 
as he describes it. 

Since 1902 Mr. Airis has represented 
The Irving Drew Company in the States 
of Illinois and Iowa. Many shoe retail- 
ers can look back and thank “Walt” 
Airis for the good advice and expert 
shoe judgment he imparted to them 
when they began their careers. 


AM M. SLOSBERG, who covers 

Eastern Pennsylvania, Jersey and 
Delaware for the J. W. Carter Co., 
Nashville, Tenn., is now on his terri- 
tory booking orders on sport shoes for 
next spring. Mr. Slosberg makes his 
headquarters at 2347 E. Allegheny 
Avenue, Philadelphia, Pa. 


SSC ENATOR” RAGLAND, who is 
covering the Southeastern states 
for the Bona Allen Shoe Company, of 
Buford, Ga., has added the states of 
Louisiana and Mississippi to his al- 
ready extensive territory—(UTPS). 


6¢[7 ID” RANKIN, of the B. Slater 

Shoe Company, South Braintree, 
Mass., was a recent visitor in At- 
lanta—(UTPS). 


CHAELES KENNEDY, formerly as- 
sociated with Thos. S. Plant, has 
joined the selling organization of the 
Cambridge Rubber Co. in their New 
York division. 


MIL GAROFALO, of Garofalo Bros. 
Shoe Company, Inc., 58 Walton St., 
Brooklyn, has taken an office at Room 
532, Marbridge Building, 47 W. 34th 
St., New York. Mr. Garofalo is at this 
office on Tuesdays, Wednesdays and 
Thursdays. 
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UPPER STOCK 


and 9 reasons for its acceptance by the trade 


1—Absolutely Uniform. 

2—100% Cutting Service. 

3—Breathes—Will not draw the feet. 

4—Long Wearing. 

5—Feathery Lightness. 

6—Unaffected by water, drying and perspiration. 
7—Enhances shoe style. 

8—No breaking in—wonderfully comfortable. 
9—Build repeat business by specifying OncO. 





Demand 


‘Onc@. Innersoles 





for McKays— Littleways—Stitchdowns— Cement Process 
and Welts 


Manufactured by 


. ee Maine 


BRANCH OFFICES: 
New York City Boston, Mass. Chicago, Il. 
233 Broadway 76 pared nstret 110 So. Dearborn Street 
Pittsburgh, Pa. 


Atlanta, Ga. 
1023 Candler Bidg. 1018 Ma: Bids. 1626 Oliver Bidg. 


San Francisco, Cat. Minneapolis, Minn. Brown Corporation 
58 Sutter Street 736 Plymouth Bldg. = oa = Bids. 
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WHERE TO BUY 
Men’s & Women’s 
Slippers 





MEN’S FINE 
HAND TURNED 
SLIPPERS 
Manufactured 
Full leather by 


lined slippers 
from $2,4@ to $2.65: W. 8S; CHASE & SON> 
Bend for Catalogue. Haverhill, Mass. 


Besten Office: Room 501, Statler Bldg. 








Turns only— 
Catalog on 
request. 


Ne. 434—Tan 
Kid Bverett 
$2.65 








xy B. EVANS SON CO., Wakefield, ee 


Women’s D’Orsay 
Slippers 





In a wide variety of 
colors — Combining style 
with comfort. Created by 
the manufacturers of 


Joker 


Pulman Slippers 
Nationally known 


BALTIMORE, MD. 
Marbridge Bldg. 


S IN-STOCK 


Samples 
and Prices 
on Request 


SWAN SHOE CO., INC. 


Manufacturers 


New York Office—Reoom 551, 








An Absolute Fact 
HORCO SLIPPERS are made better— 
and sell better—than any other slippers 
on the market in the popular price 
class. Catalog on Request 
VINCENT HORWITZ CO., Inc. 
64-76 W. 23rd St. New York City 














High Grade Turn Mules 
and D’Orsays 


Catalogue sent on 
request 


Paristyle Footwear Mfg. Co., Inc. 
Factory and Salesroom 


40-46 West 25th St. New York City 











Spent 50 Years Shining 
Shoes for Coppers 


New York—Same Asch has completed 
fifty years of shining shoes for the 
coppers. He has been the official boot- 
black for the Clinton Street Police 
Station at the entrance to Williams- 
burg Bridge since 1911. Before that, 
since Oct. 23, 1880, he blacked the 
corporate boots of the old Eldridge 
Street Station House that used to be a 
few blocks away. 

Fifty years is a long time to black 
the boots of John Law, and Sam’s cus- 
tomers appreciated that, so they got 
together and surprised Sam with a 
little celebration. 

Father Byrnes, who, like Sam, has 
officiated in the neighborhood many 
years, presented him with a brightly 
colored terra cotta plaque showing a 
bearded rabbi winding a tofillan about 
the arm of a Jewish youth in the bar 
mizrah ceremony, a ceremony that 
happened for Sam about ‘the time he 
began shining shoes, for he was thir- 
teen years old then. And Inspector 
Seery presented Sam with a white gold 
watch and a purse from the members 
of the 7th precinct. 

Sam Asch has always believed that 
good, honest service is appreciated, 
whatever the kind of work may be. 
Now he knows it. 











Edward Pfleger Will Disposes 
of Million 


CINCINNATI (UTPS)—The will of 
Edward Pfleger, deceased partner of 
Griess Pfleger Leather Co., Cincinnati, 
who died suddenly in New York City, 
disposes of an estate approximating one 
million dollars. 

The sum of $20,000 is provided for 
Mr. Pfleger’s mother, Mrs. Catherine 
Pfleger ; $1,000 each to his aunts, Louise 
and Caroline Silbernagle, and $1,000 to 
an uncle, Jacob Silbernagle. $1,000 
each is also provided for his cousins, 
Carrie, Fritz, Edward and William 
Pfleger, Milwaukee; a_ sister-in-law, 
Alice Fricke, and a_ brother-in-law, 
Walter Olden receive a like amount; 
$250 each go to cousins Albert and Otto 
Henn. 

Bequests of $1,000 each go to the 
following Cincinnati charitable institu- 
tions: General Protestant Orphanage, 
Altenheim, Deaconess Hospital, Chil- 
dren’s Hospital, and Clovernook Home 
for the Blind. 

The will sets forth that Pfleger pre- 
sented his daughter, Mrs. Edna Pfleger 
Van Fossen, $50,000 when she married 
and a like sum is set aside for another 
daughter, Mrs. Irma Pfleger Farrell. 

The residue of the estate is divided, 
one-half to his widow and one-fourth 
each for the two daughters. Mrs. 
Pfleger, widow, is named executor. 


E. A. Drew Visits Northwest 


_PortsMouTH, OHIO—E. A. Drew, 
vice-president and sales manager of the 
Irving Drew Company, recently paid a 
visit to Drew dealers in the Northwest. 
Most of his time was spent in Chicago 
and Milwaukee. 


73; 


Endicott-Johnson Holds 
Style Meeting 


Enpicott, N. Y.—Under the direc- 
tion of Lawrence Merle, Herbert Clark 
and Joseph Muffley, meetings to discuss 
styles, materials, leathers, etc., were 
held at the factories of the Endicott- 
Johnson Corp. during the week of Oct. 
14. Merchandise men from all the 
factories were in attendance and every 
phase of the style situation was dis- 
cussed and plans formulated for build- 
ing better shoes. 


Craig, Reed Co. Moves Plant 


BrocKToN, Mass.—The Craig, Reed 
Shoe Co. has practically completed the 
removal of its plant from the big Ideal 
factory on Plain street to North Main 
street, into the old Tom White struc- 
ture, taking some of the space formerly 
occupied by the Touraine Shoe Co. In 
the new quarters the concern will have 
opportunity for increased manufactur- 
ing space and facilities to care for its 
larger production. The cutting and 
stitching room force already is at work 
in the new building. 


New Sales Stunt 


CINCINNATI, OHIO (UTPS)—A Rook- 
wood black kid strap slipper with gray 
silk kid piping, an extra high heel and 
a semi open shank won over 50 other 
styles in a popularity contest held at 
the Potter Shoe Co., Cincinnati. All 
women voting for the most popular shoe 
received a pair at half price. Five hun- 
dred and fifty votes were cast in the 
contest. 


Retail Shoe Trade Shows 
Gains 
(CONTINUED FROM PAGE 65) 


Black suedes account for 75 per cent 
of the business this fall, according to 
one merchant’s estimate. Blacks, how- 
ever, have a touch of contrasting trim- 
ming as a bit of gray reptile. The 
order of styles is: ties first, pumps sec- 
ond, and straps third. This condition 
is expected to prevail until Thanks- 
giving time. The reason for the popn- 
larity of black is the prevalence of 
black dresses and coats which does 
away with the prominence of brown 
footwear. 

Brown is, however, used locally to 
some extent and is considered as a 
staple color. Green is a smart novelty 
being shown in suede exclusively. 

Nashville shoe business is back to 
normal after a slight decrease during 
the summer months. The rain that 
preceded “October’s bright blue 
weather” caused the golosh trade to 
pick up, and the fine weather that fol- 
lowed was directly responsible for the 
sale of an unusual large amount of 
sport shoes and riding boots, as well as 
the new double-buckle shoes that are 
used with the full-length riding 
breeches. 

The first light frost did not deter 
the. golfers, but increased the ‘dove 
hunters and football fans; all of whom 
became buyers of the new fall styles. 
Heavy shoes, light shoes, riding shoes 
and boots, dress shoes, street shoes— 
all types.and styles of shoes: were good 
during the past week; and prospects 
are bright for even better business dur- 
ing the coming week. 
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Do You Know 


the GOLO 


Dollar Line? 


—Quilted satins, rayon brocades, suede and kid slippers, very effective with their 
saucy pompoms. Soft soles and padded heels, in a full range of sizes, in all the 
fashionable shades 


—The increasingly-popular Bridge Slipper in imitation leather, with Cuban heel 
and soft sole, attractively trimmed with silk bows, in a splendid choice of colors 


—Sateen Pajama Slippers, rimmed in downy feathers, soft soled and Cuban heeled, 
in every rainbow hue. 


It hardly seems possible to offer such splendid values to retail at $1.00. Full par- 
ticulars gladly furnished. Just write to— 


129 Duane Street New York City 





E 525—Black Calf 

E 524—tTan Calf 

Boys’ oxford on a Mannish Brogue 

Last. Wingfoot rubber heel. 

Natural leather lining. Leather 

counter. 

Heavy flexible cork box. 14 iron 

-edge. Shirley Combination Last. 
oD 1 to 6 


Tells the story of 
THE CRAWFORD SHOE 


FOR 


BOYS AND LITTLE GENTS 


The great increase in the number of outlets for Crawford 
Shoes in the past few years is a record to which we point 
with pride—justly so when it is considered that this has been 
done not through high-powered advertising but solely through 
the giving of consistent quality. 

A small initial order will soon convince you of the selling 
value and profit-making possibilities of this line—that is 
backed by our exclusive Crawford In-Process System, pro- 
viding one of the most complete and fastest. moving in-stock 
departments. =. 


Complete catalogue and full information gladly furnished 
upon request. 





A. EATON CO., BROCKTON, MASS. 
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WHERE TO BUY 


Bowling Shoes 


BOWLING SHOES 


IN-STOCK 
Men’s 
Smoked Elk 


$3.00 


BROOKS 
SHOE MFG. CO. 


Swanson and Ritnur Sts. Philadelphia, Pa. 
Les Angeler-—1162 So. Hill St. 


Fi did 


WHERE TO BUY 
Dancing Shoes and Taps 


eelN STOC Keeee 


TAP DANCING SHO oF 
TURN CONSTRUCTION 
to 2 and 


jerridgeweck Shee Co., 
owcwmenmemes 4ERRIDQEWOCK MAIN F cmmmmmmcnmancen’ 


©0600 ©© ©0008 





TAP SHOES 
No. 9780 $4.95 


Black Kid 


IN STOCK 
ALL SIZES 














BROOKS SHOE MBG. CO. 
Swanson and Ritner, Phila., Pa. 











r~s9" 


WHERE TO BU 
W ork Shoes 











Men’s Spats for Spring and 
Summer 


New York—A significant paragraph 
in the report of the Joint Styles Con- 
ference on men’s shoes for spring and 
summer related to sales possibilities for 
spats. The report said: , 

“The great increase in the popularity 
of spats for fall and‘ winter wear, as 
evidenced during the past few seasons 
is having its effect on the sale of light- 
weight spats for spring and summer. 
Below are ri = types of -_ which 
will be popular spring and summer, 
1931. As usual, the color will harmo- 
nize with the shoes and the suit. As 
the season advances the lighter weights 
will be worn, as follows: Natural Linen 
(Brown), Bleached Linen (White), 
Gray Linen, White Cloth for Formal 
Wear. 











Retail Trade “As Expected” 
in New York 


New York—Retail shops in the Met- 
ropolitan area report business about on 
a level’ with a year ago, and trade so 
far this month is running about as ex- 
pected on a steady keel and with very 
little change in comparison with 1929 
figures. 

A slight gain was shown in some 
quarters for September, with those 
stores catering to Jewish trade noticing 
a satisfactory pick-up. Before the 
Jewish holidays, one downtown shop 
reported a $7,000 week against a $6,000 
week last year, and held this gain for 
the month. Other scattering gains of 
a small nature were experienced, al- 
though merchants in general were sat- 
isfied to break even. 

It is doubted that business for the 
year will fall as much behind 1929 as is 
generally supposed. One New York 
specialty shop found that total volume 
to September 30 was only a little more 
than $4,000 behind a year ago. An- 
other mid-town store, after showing a 
gain for September, finds itself within 
easy striking distance of last year’s 
figures. 

While a gain for the year is not ex- 
pected, and should not be seriously con- 
sidered, it is surprising to find on in- 
quiry that so many stores have done as 
well as they have done under the pre- 
vailing conditions. In many cases, ac- 
tual volume is not far behind 1929, and 
is even reported ahead of last year by 
some dealers. Profits, however, do not 
show up nearly so well in comparison. 
Due to prolonged sale periods, increased 
advertising appropriations and lessened 
mark-ups, 1930 profits are exceedingly 
slim for the shoe retailer. 


Box Factory to Expand 


RANDOLPH, Mass.—The M. B. Claff 
Sons Co., manufacturers of shoe car- 
tons and paper boxes, have negotiated 
the purchase of land on which a fac- 
tory addition eventually will be built. 
Treasurer C. Lloyd Claff, just back 
from a manufacturers’ convention, re- 
ports a heavy increase in production to 
keep pace with orders sent in with the 
gradual improvement in shoe produc- 
tion though the Old Colony district 
where the Claff company does the bulk 
of its business. 


Weil Boot Shop Opened 
in Chicago “Loop” 


CuHicaco (UTPS)—The Weil Boot 
Shop, opened October 4, 1930, at 33 
North Dearborn Street, in the heart of 
the Loop, is the first of the Weil chain 
to be established in Chicago. 

H. Simons is the manager. He was 
formerly with the Josephs Shoe Store 
in Evanston, IIl. 

The new store will handle women’s 
shoes exclusively, according to Mr. 
Simons, and is carrying a straight $5 
line. “Business is fairly good, consid- 
ering the present economic conditions,” 
observes the manager, “and we are not 
complaining.” 

The store occupies quarters with a 
Weil millinery shop, one of the na- 
tional chain bearing this name. Ac- 
cording to Mr. Simons, Josephs have a 
large interest in Weil stores. This store 
is the ninth of the Weil chain. The 
company operates seven stores through- 
out Ohio and one in West Virginia, and 
if successful in Chicago with the pres- 
ent establishment, they will open a num- 
ber of others in this district. 


Opens Six New Stores 


NEw YorkK—The Physical Culture 
Sales Co. announces the opening of six 
new stores and exclusive agencies in the 
Metropolitan area during the past 
month. A new shop in Jamaica will be 
ready for business in another week, and 
another will be opened on Southern 
Boulevard shortly after. 

An exclusive agency has just recently 
been secured in Jersey City, while two 
others in New York City have just 
been arranged—one on East 169th 
Street, and another at Third Avenue 
and 79th Street. Still another has been 
opened in Brooklyn, on Kings Highway, 
and the organization has several more 
under consideration in accordance with 
its program of expansion this year, 
which has already resulted in the estab- 
lishing of new stores in Pittsburgh, 
Newark, Atlantic City and Brooklyn. 


Pattern Business Good 


MILWAUKEE, Wis. (UTPS)—Taking 
the shoe pattern business as a fair ba- 
rometer of shoe sales in this country 
Paul Sweeney, manager of Conaway- 
Wadsworth, Inc. of Milwaukee, one of 
the largest pattern makers in the 
United States, reports more orders now 
than at any time during the last two 
months. The pattern business of Con- 
away-Wadsworth is reported as about 
normal at this time, which may be in- 
dicative of some improvement in shoe 
manufacturing generally within the 
next few months. Many of the local 
shoe factories are even with or ahead 
of last year in sales figures, parts of 
the south and the far east being the 
only ones which have not shown a ten- 
dency to show a buying willingness. 
The next few months are expected to 
show a decided upturn in southern and 
eastern sales because dealers’ stocks 
are very low. 


New Kid Company 


PEABODY, MAss.—Universal Kid Co. 
has been formed by Bertrand E. Cox, 
of the B. E. Cox Leather Co. of Pea- 
body, and David C. Davidoff and David 
D. Henwood, leather merchandising 
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ZEST FOR YOUR BUSINESS 


Four timely, fascinating, new Smith Smart Shoes for 
women are ready. Beautifully tailored, inimitably 
graceful; and modishly leather heeled. . . . These re- 
freshingly appropriate numbers are exactly 
what you need to realize the greatest profit 
from Milady’s extensive shoe buying for the 
joyous social season just ahead. .. . Order 
now for November selling. And remember, 
twenty-five equally charming Smith 

Smart Shoes for women are also 

carried in stock and are shown 
in Booklet B, sent on request. 


RIGHT 


Style S30—$5.60 
Black Velvet Calf 
Imitation Wing Tip 
16/8 Leather Heel 
AAA, 5% to 9 
AA, 4% to 9; A, 4 to 9 
B and C, 3% to 9 
Nymph Last 


ABOVE 
Style S28—$6 
Black Velvet Calf 
Black Lizard Trim 
16/8 Leather Heel 
AAA, 5% to 9 
AA, 4% to 9; A, 4 to 9 
B and C, 3% to 9 
Nymph Last 
. . * 
In Raisin Calf with Brown Also in Raisin Calf 
Lizard Trim—Style S26 Style $29 











The J. P. Smith Shoe Co. 


Sangamon and Huron Sts., Chicago 
1051 Marbridge Bldg.. New York 


<n Wee =. = 


Brown Suede 

Gen. Calcutta Liz. 
Trim 

Black Suede 

Gen. Rajah Liz. Trim 

Satin Mat Kid 

Gen. Calcutta Trim 

















CUT 
COSTS 


Save money by handling shoes 
with built-up leather heels. 





Combination Last AAA te D 


“MADE IN PHILA. BY MASTER CRAFTSMEN” These heels cost less and are 


better style. 








* Send for Catalog 


C. S. GIBBON CO., Ine. 
54 No. 4th St., Phila. Pa. =| 





They mean additional profit for 








i wy . 
x 3d both manufacturer and retailer. 


Greeley’s House Slippers 


Ladies’ Black Vici Kid 1 
Strap Slipper, Quilted Sock, 
Sewed, Turned, Leather Sole. 
Right and Left Last. 
Whole Rubber Heel. 
12 pr. lots, $1.35; 
36 pr. cases, $1.30 
per pair. Stocked. 


A. W. GREELEY 
12 Duncan St, Haverhill, Mass. 6 
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And don’t forget that a built-up 
leather heel can't come off a 
shoe — and the shoes won't be 
returned due to faulty heels. 







WRITE FOR FURTHER INFORMATION 


RENTON HEEL CO. 
63 ALLERTON ST., LYNN, MASS. 





























































WHERE TO BUY 
Ballet Slippers 





TOE-EASE 


(Patent pending) 





SEND FoR NEw 1930 
IN-STOCK OATALOGUE 


LIVERIES. 


A new comfort 
giving device for 
toe dancing made 
from soft, sponge- 
like medicated rub- 
ber which will not 
bind the foot. Re- 


tails -profitably at 
$2.00. 


AT ONOE DBD 








Shoe Man Accompanies 
Mayor on Boston Flight 


Boston, Mass.—Arthur C. Labbe, pro- 
prietor of the Quality Shoe Store 
in Augusta, Me., accompanied Mayor 
Robert A. Cony, of that city recently, 
on an airplane flight from Augusta to 
Boston which marked the inauguration 
of service on the new air transportation 
line operated by Consolidated Airways, 
Inc., between the two cities. 

Mr. Labbe was greeted on his arrival 
at the Boston Airport by John Ford, 
well known Maine representative of 
the Commonwealth Shoe & Leather Co., 
whose guest he was in this city. 

Mayor Cony called upon Mayor James 
M. Curley of Boston at the City Hall 
and was presented with a brochure and 
a medal commemorating the tercentenary 
celebration. The flight from Augusta 
to Boston was made in an hour and 
twenty minutes. 











Rights and Lefts 
Wom. Miss. Chi. 
$1.50 $1.45 9} 
1.35 1.30 1.25 


185 West Monroe 


Two Grades 


In Stock SUMNE 
pail SMITH 
Chicago, Ill. 











BALLET SLIPPERS—IN STOCK 


Specialists ppers 
241 No. 11th St., Philadelphia, Pa. 


of the unusual kind 
Bi02 Bik. Kid Hand Tura 
Seft T 


06 
Child’s 6 to 11—$1.85 
Misses 11% to 2—~ 1.46 
Women’s 2% to 8—~ 1.45 


Also Hard Toes 
SCHWARTZ & HERDER, Inc. 
in Ballet and Comfort Sii 








DELIVERY 


Fast replacements and in- 
stant service generally, 
are necessary for your 
theatrical department. 
Supplying our full line 
to dealers everywhere, we 
know your needs. 


Write us! 


CHICAGO 


The Hettert THEATRICAL SHOE CO. 


ea 209 S. State Street 
Chicago, Ill. 

Coast Orders filled from: 

6715 Hollywood Bivd., Hollywood, Cal. 








Wood Heels 


Recognized professionally and by America’s 
leading dance organizations. 
delivery. 


America’s Leading Ballet and Toe Slipper House 


233 W. 42rd ST. 


Box & Soft Toe 
Slippers 
Ballet Pumps 
Sandals 
Toe Shields at 
Tips, 3 sizes. 


TAP SHOES 


Hand Turned 
Write for Sample 


For immediate 


Harnen’s 


NEW YORK 











Invents New Arch Support 


BELLEVILLE, N. J.—James E. Ludlam 
of Belleville has been granted a United 
States patent on an arch support for 
shoes in which it is claimed that the 
combined effect of flexibility and rigid- 
ity may be obtained throughout the 
different areas of support in the arch 
of the foot. 

Another purpose of this invention is 
to provide a construction of arch sup- 
port for shoes wherein localized areas 
of flexibility and rigidity are obtained 
throughout different portions of the 
arch support ‘for increasing the comfort 
of shoes under conditions of continued 
wear. 

The Ludlam arch support, which is 
designed to be built into the shoe, is so 
constructed that one portion of the 
arch is supported by a solid metal strip 
while another portion is supported by 
a pair of cooperatingly slidable metal 
strips, allowing for freedom of move- 
ment and a massaging of the muscles 
at the point where such exercise is 
needed. Thus the device is said to give 
a combination of rigid and flexible arch 
support. ' 


Vogue Shoe Shop Discon- 
tinues Men’s Shoes 


Tucson, Ariz, (UTPS)—The Vogue 
Shoe Shop, 32 East Congress Street, is 
inaugurating a $5,000 sale, which is to 
close out the shop’s entire stock of men’s 
shoes. The men’s department is to be 
discontinued. . The sale includes Ral- 
ston’s new fall line, Men’s Quality Five 
shoes and Brownbilt shoes for men. 
Employing the slogan, “The Smartest 
Shoe Shop,” the Vogue will continue to 
present women’s high-class footwear, 
specializing in the Peacock mode, ac- 
cording to Adrian de la Torre, general 
manager. 


New Nell O’Neil Store for 
Chattanooga 


NASHVILLE, TENN. (UTPS)—A new 
Nell O’Neil shoe store was recently 
opened at 714 Market street, Chatta- 
nooga, Tenn. 
ager of the new store, was assisted in 
the formal opening by T. C. Beam, fac- 
tory representative. 


™. 
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E. F. Hendrickson, man-, 


Fine New Store in Miami 


MIAMI, Fua. (UTPS)—Miami’s new- 
est bootery, known as “Boyd’s,’’ is. lo- 
cated in one of the choicest spots in the 
heart of the retail business section of 
the city, at 75 E. Flagler Street. Mod- 
ernistic in its effect, the store front is 
most attractive in its novel setting of 
black glass and monel metal framing 
around plate glass windows, through 
which passersby will view the new 
styles of footwear against a_back- 
ground of green and silver. Window 
decorations were designed by B. A. 
Hetzel of Philadelphia, and are in the 
straight line effect, with all angles 
pointing to the entrance door. The 
valance is carved by a sand blast on 
the window. The door is of gumwood 
and birch and in a new angular pat- 
tern of the same design as that shown 
in the flooring of the display windows. 

The interior of the store follows out 
the same scheme, with shelving in a 
rising step effect. Ceiling beams are 
of green, shading to orchid. Chande- 
liers are of a modern pattern with 
fluted pilasters at the corners. The 
floor covering is in varied blacks, golds 
and reds. A modern art desk is part 
of the furnishing. In the rear of the 
store is a grill with concealed lighting 
and surmounted on each side by three 
silver steps trimmed in black. 


Foiled Thieves Take Shoes 
Instead of Money 


Cuicaco (UTPS)—Dissatisfied with 
finding only $6 in the cash drawer in- 
stead of the full day’s receipts, which 
they said they expected, three thieves. 
compelled Frank Santelli, clerk in the 
Krom’s Bootery at 1605 W. Madison 
Street, to fit them all out with a pair 
of the most stylish and expensive shoes 
in the store. After wrapping up their 
selections, Santelli was forced to sur- 
render his personal cash, also. An- 
other shoe merchant fell prey to holdup 
men. He was E. A. Daehm of 2330 W. 
Roosevelt Road, who was robbed of 
$40 by two thieves. 


H. G. Jester Rejoins Guarantee 


Shoe Co. 


BIRMINGHAM, ALA. (UTPS)—Harry 
G. Jeter, for 16 years with the Guar- 
antee Shoe Company here, has rejoined 
the company after several months in 
Europe, during which time he visited 
England, Germany, France and other 
countries. 


Mal Neuwahl Getting Better 


ALTOONA, Pa.—“Mal” Neuwahl, the 
well-known shoe merchant of this city, 
suffered a severe heart attack while 
at his home a few days ago. His con- 
dition was serious for a time, but he 
is now much improved. He is manager 
of the A. Simon and Co. shoe company. 


Correction 


In an advertisement of the Brooks 
Shoe Mfg. Co. in the issue of Oct. 11, 
several of the prices quoted were mis- 
placed. The correct prices should have 
been as follows: Women’s, $1.45; 
misses’, $1.40, and children’s, $1.35. 
In the same issue the price on bowling 





shoes should have been $3.00 instead of 
$3.20. 
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WillurCoon Shoes 


Wilbur Coon salesmen are now on their terri- 


tories with a new line of shoes for early Spring 


delivery. 


Priced to retail at $8.50 to $10.00. Carried in 
stock, widths AAAA to EEE. 


Lighter, smarter and daintier than anything at- 
tempted heretofore, yet incorporating all the 
features that have made Wilbur Coon Shoes 
so outstanding in fit, comfort and service. 


It will pay you to see this line. A postcard will 
bring a salesman, and places you under no 


obligation. 


————— 


37 Canal St., Rochester, N. Y. 
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WHERE TO BUY 
Ballet Slippers 
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In Stock Black Ballet 
Slippers 
Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 
BLOG SHOE CO., INC. 
147 Duane Street, 
New York City 
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WHERE TO BUY 


Dancing Sandals 














* KENDALL’S 
For Aesthetic 
Dancing 


IN STOCK 


IN GREY AND 
FAWN. 





A SIDELINE 








* KENDALL S 
HAVERHILL, MASS. 


WHERE TO BUY 


Riding Boots 


RIDING BOOTS 
IN-STOCK 
For Men, Women and 
Children—also 
Jodhpurs and Field 
ts. 
Write for catalog. 











Push Polishes 


Shoe merchants should sell more 
polishes, also, brushes, trees and so on, 
for their individual profit, as well as 
the common welfare of footwear. The 
reasons are these: It has been a pretty 
dry season, atmospherically speaking, 
for shoes, and it’s going to continue 
dry after the heat is turned on. 
leather is bad, and leather gets dry 
when the atmosphere is dry. That's 
nature. So it should be lubricated, to 
make it supple. 

Lubrication prevents creases and 
cracks in vamps, and it improves the 
looks of shoes. A shine always adds 
to the appearance of footwear, anyway. 
Shabby shoes always detract from the 
style of the whole costume. So push 
polishes because polishes lubricate the 
leather, as well as shine up the shoes. 











Drew Executives Visit 
Style Centers 


PORTSMOUTH, OHIO—During the past 
few weeks several of the executives of 
The Irving Drew Company have spent 
much time in the eastern style centers 
of New York, Boston and Philadelphia. 

The new season’s requirements were 
studied and analyzed for the purpose 
of correctly expressing the latest 
trends in women’s shoes. 

T. C. Lloyd, president and general 
manager; ugene Crichton, leather 
buyer, and Lewis Maguet, stylist, were 
the trio of experts that combed the 
East for new ideas. 


E. W. McCain to Style 
Midvale McKays 


St. Louis—E. W. McCain, for a 
number of years stylist for Johansen 
Brothers, has become associated with 
the Midvale Shoe Company, St. Louis. 
Mr. McCain will be in charge of styling 
the McKay line and at the same time 
will collaborate with Fred Ayre, who 
styles the Midvale Turns. Mr. McCain 
also, from time to time, will contact 
the trade. 


W. A. Neil to Manage 
Washington Store 


WASHINGTON, D. C.—W. A. Neil, 
who has served with Highby’s Kahler 
Shoe Shop in Baltimore for the last 
year, has been made manager of the 
Dr. Kahler Shop in Washington, D. C. 
Mr. Neil is not new to Washington, 
having served for ten years with Rob- 
ert Berberich & Sons, now located at 
12th and F Street, Mr. Neil succeeds 
M. Brownstein who resigned October 1. 


New Atlanta Store Opens 


Macon, Ga. (UTPS)—The fine new 
store of the Burns Boot Shoppe, on 
Cherry and Third Street, was formally 
opened to the public on Saturday, 
Oct. 11. 
as manager of the store, while a 
hosiery department has been added 
under the direction of Mrs. Fred New, 
it is announced. 
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Fred Arnold will continue 





Improvement in Cincinnati 


CINCINNATI (UTPS) — That the 
first days of the present month have 
shown an improvement in business is 
the consensus of opinion among shoe 
manufacturers and retailers. The first 
ten days have shown a better volume 
of sales than has been experienced for 
some time, according to Ernest M. 
Daniels, United States Shoe Co., and 
the outlook is more hopeful. 

Manufacturers report 
better. 

While black suedes are at present 
proving most popular in shipments, 
predictions are for a 60 days’ run at 
least on brown, kids and calf skins, 
with complementary trims. 

Spring styles are now in the making 
and forecast much perforated work 
with highly colored underlays; espe- 
cially in the spectacular type of sport 
shoe. That black will repeat its vogue 
in the early spring is expected; the 
style lending itself to relieving trims. 
Colored shoes will be made for summer 
wear and a sea sand shade for early 
summer. 

Potter Shoe Co., where business has 
been holding up remarkably well, are 
selling many semi-Grecian sandals for 
evening wear, piped in silver or gold, 
in black and white moire for dyeing. 
A black pump with a tiny off side 
underlay, suitable for dyeing, is very 
popular and their Miss Steelman pre- 
dicts that the underlay that can be 
dyed on a summer shoe, will be a 
winner. 

Department store managers state 
that women are buying the better shoe. 
Oxfords are having a nice run. Straps 
are selling over pumps. 


Dayton Shoe Club Elects 
Officers 


DAYTON, OHIO (UTPS)—At the first 
fall meeting of the Dayton Shoe Club 
held recently officers for the coming 
year were named as follows: G. A. 
Spraley of the Spraley Footwear Co., 
president; Edward Hageman, Fred 
Hageman & Sons, vice-president; Don- 
ald Broughton, secretary, and John 
Schoenhals, treasurer. Plans for the 
series of monthly meetings to be held 
during the fall and winter were dis- 
cussed. 


collections 


West Coast Shoe Co. Moves 


PORTLAND, ORE.—The West Coast 
Shoe Company, active manufacturers 
and distributors of loggers’ shoes and 
boots here for the past twenty years, 
will move to larger quarters at Third 
and Ankeny Streets as soon as the 
building is renovated, according to J. 
H. Shoemaker, president of the firm. 
The company was formerly at 17 
North Sixth Street. About $10,000 will 
be spent by the factory in recondition- 
ing equipment and constructing fix- 
tures. 


Staud Shoe Co. Acquires 
New Business 


ROCHESTER, N. Y. (UTPS)—The 
Staud Shoe Co. of 18 Andrews Street, 
James J. McHenry, president, last 
week took over the business of the 
Quality Shoe Company, well known 
Rochester manufacturing concern. Mr. 
McHenry will direct both companies. 
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For TRUE STYLE 


























































form wood heels made. Exclusive 


di ess am For CORRECT style, wood heels 
, = must conform to the original de- 
it 

: sign, as irregular lines and varia- 
tions in curves change their style. 
Se fs fee & > Mears’ Heels are the most uni- 






machinery insures accurate dupli- 





cation of models. Mears’ Wood 






Heels do not increase the cost of 






shoemaking. Specify them on all 






your shoes. 
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MAR HEELS. 


Fred \W. Mears Heel Company, Inc. === 


Auburn, Maine St. Louis, Missouri Columbus, Ohio Auburn, New York 
Associated Companies: 
Merrimack Wood Heel Company, Salem Depot, N. H. 
Conway Wood Heel Company, Conway, N.H. Maple Wood Heel Company, Newburyport, Mass. 
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WHERE TO BUY 
Spats 


jpats—— 
ted by display 


newspaper 

a handsome box. 
to retail 
$1.50 to $5.00 
Write for 

samples. 


Watch “Standard” Spats in 1930 
S. Rauh & Co., 650 Sixth Ave., New York 
—————— 





To Retail at 
$1.45, $1.95, 
$2.50 


sen SNAG 


Fitting 
Spats 


Sample orders of two dozen assorted from our stock 
will be shipped on ten days’ approval for comparison 
with any higher priced spat on the market. When 
ordering samples mention price range. 


MUustrated folder and price list on request 


GOLD SEAL, 722 B’way, N. Y. C. 





IDEAL 


Reg. Trade Mark 
Manolis Products Will 
Give You More Profits. 

$9.00 te $21.00 

Prs. Include Box- 

Rhinestones $2.50 te 

ee Include Colonial 
juckles. 

MANOLIS MFQ@. CO, 


4248 Ne. Crawford Ave, 
Chieage, Ill. 





DUNHILL SPATS 
TOPS THEM ALL 
IN STOCK NOW 


all 

10 desen lote'$7.00 
Alse Better Grades 
Samples on Request 
STAR Foeryear MF@. 


In 











GREATEST SPAT LINE 
OF THE INDUSTRY 


ay ME 








Heads Shoe Division 











A. A. BLOOM 


Boston—With a quota of $63,000, 
the Shoe and Leather Team is playing 
a most important part in the $750,000 
Campaign of the Associated Jewish 
Philanthropies of Boston now under 
way. A. A. Bloom of Bloom-Langer- 
Lippman Co. is vice-chairman of the 
campaign and captain of the shoe and 
leather group. 

The campaign for the industry was 
launched with more than $26,000 con- 
tributed at a dinner tendered to about 
50 leaders in the trade by Mr. Bloom. 
The speakers were Henry Penn, cam- 
paign chairman; A. A. Ginzberg, pres- 
ident, and Dr. Charles F. Wilinsky, di- 
rector, Beth Israel Hospital; Solomon 
Agoos, president Allied Kid Co., and 
Abraham Shapiro. 

Louis Shapiro of the Tanner Shoe 
Co. is assistant to the chairman of the 
general campaign. 

Other members of the team include 
David D. Ackerman, Joseph Balter, 
George Barkin, William Bluestein, Mor- 
ris Borkum, David Braude, E. Burnce, 
Edward E. Cohen, Louis Cohen, Isaac 
Dimond, Louis Eisenberg, Clifford Fox, 
Harry Ginzburg, Robert Goldstein, El- 
lis Gordon, Albert Gutterman, Jacob 
Izenblatt, Joseph Kaplan, Harry Lyons, 
Oscar Musinsky, Louis Salvage, Meyer 
Saxe, Abraham Shapiro, James Shapi- 
ro and Jacob Slosberg. 

Mr. Agoos is the leading contributor 
in the trade with a pledge of $5,000. 
Other large contributors include Ignatz 
Wit, president Traveler Shoe Co., Na- 
tional Shoe Co., $3,000; Bloom-Langer- 
Lippman Co. and Isaac Dimond, $2,000 
each; Abraham Shapiro, A. R. H yde & 
Sons Co. and Ellis E. Cohen, 31, 000 
each. 

Mr. Bloom announced the following 
additional contributors: Sol Rosenberg, 
Ellis Gordon & Sons, Joseph Balter, 
Morris Kaplan, Myer Saxe, John Dan- 
iels Leather Co., David Braude, Morris 
Borkum, Louis Shapiro, Saxe Bros., 
A. A. Rosenbush, William Mishel, Clif- 
ford C. Fox, A. Burtman, Saxe Bros., 
J. L. Stern, William Mishel, Abraham 
Shapiro, Harry Glassburg, William E. 
Gordon, Simeon L. Gordon, David Ack- 
erman, Benjamin Shir, Samuel Mitchell, 
Harry Brilliant, John Shapiro, James 
H. Rosenberg, M. Burman, Harry Bron- 
stein, Maurice Sapers, Samuel Sapers, 
Atkinson Shoe Corp., S. L. Goldstein, 
Milton Shoe Co., David Bloom, Samuel 
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Wholesale Dry Goods House 
New Channel for Shoe 
Distribution 


St. PauL, MINN.—Finch, Van Slyck 
& McConville, wholesale dry goods 
house of St. Paul, has become sales 
agent in the Northwest for the line of 
men’s all purpose footwear manufac- 
tured by the M. T. Shaw, Inc., of Cold- 
water, Mich. The shoe line will be 
merchandised as a part of the St. Paul 
wholesale firm’s men’s wear department 
— the supervision of R. D. McDon- 
ald. 

S. A. Freeman, of the Shaw organ- 
ization, is to spend several months as- 
sisting Finch, Van Slyck & McConville 
in the sales of the men’s shoe line, sam- 
ples of which are being supplied to the 
firm’s salesmen as rapidly as possible. 

Commenting on this interesting de- 
velopment in shoe distribution, Mr. 
Shaw said: 

“The adding of our specialized line 
of men’s shoes by this St. Paul whole- 
sale dry goods firm is in line with the 
trend of the times in wholesale mer- 
chandising. For the past five years the 
Wm. R. Moore Dry Goods Company of 
Memphis has been selling agent for our 
line in their territory and has found 
the addition of men’s footwear very 
satisfactory. 

“During the past year a wholesale 
dry goods house in Nashville and two 
in Charleston, W. Va., have taken on 
specialized footwear lines. The Ades 
Lexington Dry Goods Company, Lex- 
ington, Ky., has also had our line for 
several months. 

“With the changing times in mer- 
chandising the trend is toward big mer- 
cantile distributing agencies situated in 
strategic regional centers, handling 
lines of merchandise needed by the re- 
tailers in the surrounding trade terri- 
tory. It is perfectly logical for a whole- 
sale dry goods house to supply the 
merchandise and service which its cli- 
entele needs and which it can supply at 
a low cost of distribution.” 


Morris Jacob With Bonwit 
Teller 


NEW York—Morris Jacob is’ now 
floor manager in the shoe department 
of the new Bonwit Teller store in Fifth 
Avenue. Mr. Jacob was manager. for 
one year at the Andrew Geller store, 
and prior to that was associated for 
22 years with Frank Brothers. Jack 
Rogers is the department manager and 
buyer of shoes at the new Bonwit Tel- 
ler store. 


W. G. Schumacher to Retire 


Mapison, Wis.—The Schumacher 
Shoe Co., who have been operating a 
high grade family shoe store here since 
1893, announce that they are retiring 
from business Jan. 1, 1931. Their store 
and the two adjoining rooms have been 
leased to the Metropolitan chain stores. 
This location has been a shoe store 
since 1870. “I am just going to see 
what it is like to play for a while,” said 
William G, Schumacher. 








Rosenberg, Maurice Krute, S. Hurwitz, 
Karl Rauch, A. B. Scheinwald, Clifford 





Falk, Harry Cohen and H. L. Shaw. 
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WHERE TO BUY 
Spats 
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BOND STREET 
pats 


The finest, best k 


—made in Americ: d 

priced to retail at $1.50 

to $5.00. Backed by 

comprehensive, unique na- 

tional advertising—radio, 

national a i. 
tive packages. immediate delivery. rite 

THE WILLIAMS. ‘MFG. COMPANY, 

Portsmouth, Ohio, U. S. A. 
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WHERE TO BUY 
Children’s Slippers 





Approved by Medical Men 


As a fully ventilated 
shoe the Burkley Ven- 
tilated Foot Developer 
is unexcelled. Well 

surgeons recom- 
mend its use. 


Burkley Shoe Co. 
1156 No. Main St. 
Brockton, Mass. 











Strap Acrobat 
by 124e—2 
SHAFT-PIERCE SHOE CO., FARIBAULT, MINN. 











WHERE TO BUY 


Store Fixtures 


HAVE YOt A COPY OF THE 
NEW GOODWIN CATALOG 
of SHOE STORE ‘FIXTURES 


and STORE INSTALLATIONS 
( I »¢ WIN & CO., Inc 


Boor ann SHOE RECoOR! 





How Flat Foot Happens 


[CONTINUED FROM PAGE 47] 


as shown in Fig. 2, it wouldn’t be so 
bad for the rest of the body be- 
cause the shin bone above, which car- 
ries the body weight, wou'd still be cen- 
tered over the top of the arch and the 
body would still be in balance. I can 
see no particular reason why the toes 
should turn out or why there should be 
any marked discomfort. The foot would 
not be so pretty and would require 
shoes three or four sizes longer. My 
own experience with hundreds of flat 
feet is that they are shortened, and one 
of the first effects of correction is the 
necessity for shoes one or two sizes 
longer. 

_ Now take a look at the top illustra- 
tion. At first sight the appearance of 
the inner side of the foot is not unlike 
number two. Before I point out the 
difference and what that difference 
means in not only the foot, but in the 
whole mechanism of the leg and foot, 
I want to repeat what I have said about 
the one-way hinged joints at the _knee, 
ankle and ball of the foot. It is ob- 
vious that if these three hinges are to 
work together efficiently they must be 
in a straight line. In the normal foot 
they are. 

If your foot is pointed straight 
ahead, as it should be, a line drawn 
down ‘the leg from the knee would cut 
through the center of the ankle joint 
and touch the forward end of the foot 
at the outer margin of the second toe. 
Let me also remind you again that the 
foot is very small compared to the bulk 
it is called upon to support. 

When the muscles that support the 
inner border or arch of the feet become 
overstrained or weakened there is an 
instinctive effort to help the feet bear 
the burden by widening the base. In 
other words, the toes instinctively turn 
out to give a wider foundation to 
stand on. I know quite well that this 
is often stated just the opposite, 
namely, that the foot weakens because 
the toes are turned out. But if you 
will place your two feet together, toes 
straight ahead, and note how narrow 
the base is and then turn out your toes 
and note how that base is widened, I 
think you will have to agree with me 
that the turned-out toes are a result of 
a weakened foot, not the cause of it, 
and that the body is trying, under dif- 
ficulties, to get the best foundation 
possible. 

The result of the turning out of the 
toes is to throw out of alignment those 
three hinges at the knee, ankle and 
ball. Just a glance at the illustration 
will show that they are no longer lined 
up straight. 

In bad cases of flat foot the forward 
hinge, that at the ball of the foot, is 
almost entirely thrown out of action, 
and the person walks off the side of 
the toes instead of off the ends of them. 

Another thing I want you to notice 
is that when the foot is rolled over, or 
flat, the end of the shin bone no longer 
rests squarely on top of the arch. As 
the foot rolls inward, the astragalus, 
or ankle bone, goes with it, and the 
shin bone, carrying the whole weight 
of the body, lands obliquely, still fur- 
ther throwing the burden on leg mus- 
cles that are already overtaxed. When 
I remind you that the turning out of 
the toes begins at the hip joint, the 
only pivot on which the leg or foot can 
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turn, and you remember that the weight 
of the upper body rests on the leg 
bones at the hip, you will readily see 
that a weakened foot must, of neces- 
sity, affect the position of the whole 


ody. 

I hope I have established in your 
mind what a flat foot really is and how 
it happens. I have tried to picture just 
what has happened, and next week I 
will try to show some more of the re- 
sultant evils and some, at least, of the 
reasons that flat foot is so prevalent, 
especially among women. 


Bamberger Opens Grossman 
Shoe Department 


Newark, N. J.—About four weeks 
ago, L. Bamberger & Co. of Newark 
quietly opened an extra department in 
their regular shoe department for the 
sale of Julius Grossman shoes exclu- 
sively. 

In the four weeks prior to the official 
opening of the department, hundreds 
of pairs of shoes were sold as a sort 
of laboratory test of both the shoes 
and method of fitting, and not one pair 
was returned for credit. 

Last week the department was offi- 
cially opened to the public, with news- 
paper announcements and radio broad- 
casts. An exclusive name was given to 
the line of shoes—“Arch-Duchess,” 
registered and protected by L. Bam- 
berger & Co. 

A proposition has been made to some 
4,200 women in the employ of the store 
to come into the department and get: 
properly fitted with this orthopedic, cor- 
rective type of shoe so that the effi- 
ciency of the entire store may be im- 
proved during the holiday season ap- 
proaching. 

This special department is to be given 
full page announcements in 26 Jersey 
papers, considerable window display 
and daily radio broadcasting in an ef- 
fort to interest thousands of New Jer- 
sey women who want to be “smart in 
a comfortable way.” 


Appointed Buyer of Juvenile 
Footwear 


NEW YoRK—Miss C. Berkowitz, for- 
merly an assistant buyer of misses’ and 
children’s shoes for Filene’s, of Boston, 
has been made buyer of misses’ and 
children’s shoes at Bloomingdale’s, in 


New York. 
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WHERE TO BUY 
Shoe Forms 
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Fairy Jorms 
for Shoes and Hosiery 


made of white, 
transparent or colored 


DR FAIRYLITE 
Shoe Form Co., Inc... Auburn, N. Y. 
SE SE DIET 





THIS MAY BE 
YOUR OPPORTUNITY 








SALESMEN WANTED 


SALESMEN WANTED 


POSITION WANTED 











SIDE LINE 
SALESMEN WANTED 


to carry an outstanding branded 
line of ladies’ full fashioned Silk 
Stockings which is positively the 
quickest seller in the hosiery 
industry today because of a 
number of patented big selling 
features which it contains. Shoe 
Men who are carrying the line 
are doing splendidly. The fol- 
lowing States are open: Rhode 
Island, Connecticut, Vermont, 
Maine, Colorado, Wyoming, New 
Mexico, Arizona, New York City 
and North Jersey, North and 
South Dakota, Illinois, Ken- 
tucky, Indiana, Virginia, West 
Virginia, Maryland, Wisconsin 
and District of Columbia. Com- 
mission basis. Address C180, 
Boot and Shoe Recorder, 146 
Federal St., Boston, Mass. 











NEW. YORK STATE SALESMAN WANTED 

—We are seeking a esman who is sell- 
ing a representative line of Men’s or Women’s 
shoes to New York State Retail Trade, to 
handle our line of stitchdown slippers, as a 
side line. An in-stock and a make-up proposi- 
tion. Strictly commission basis. Give us full 
particulars regarding — » in first letter. 
Address C-170, care oe Recorder, 
239 West 39th Street, New Yor oN. : A 





SALESMAN wanted for Northern New Jersey. 

Welts, McKays, Stitchdowns, Leggins. All 
styles in stock. Travel by auto. refer man 
who resides in Newark or vicinity. Hagers- 
town Shoe & Legging Co., Hagerstown, Md. 





W ANTED-—Salesman with established trade 

_to sell Warner Spats, on commission, as 
a side line in North half of Pennsylvania and 
western New York. The W arner Mfg. 
Co., 317 Sycamore St., Cincinnati, Ohio. 





SALESMAN WANTED for New York City, 

New Jersey and New England. Must have 
sold women’s shoes successfully in this terri- 
tory for the past five years. Address C-179, 
care Boot & Shoe Recorder, 239 West 39th 
Stret, New York, N. Y. 


SALESMAN 


To carry Line of Women’s 


ARCH-SUPPORT SHOES 


To be Retailed at 


$3 


on a strictly commission base. These are 
Littleway Process carried 


IN STOCK 
Made by an Old Established Firm. May be 
carried as a side line which offers unusual 
opportunities. Several territories still open. 
Address C-169, care Boot and Shoe 


Recorder, 239 West 39th Street, 
New York, N. 








BUYER and manager of ladies’ and children’s 
shoes doing $125,000 volume, wants change. 
Address C-183, care Boot & Shoe_ Recorder, 
239 West 39th Street, New York, N. Y. 


SALESMAN, age 30, 





ten years’ experience 

(retail); men’s, women’s, children’s. Ortho- 
pedic knowledge. Window trimmer. Go any- 
where. Best references. Address C-178, care 
Boot & — Recorder, 239 West 39th Street, 
New York, tz 


OFFICE MANAGER, Accountant, seven years 
shoe experience. Address C-176, care Boot 
& Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 


WANTED position as manager and buyer in 
shoe department or store, experienced, 
capable, best references. Address C-181, care 
Boot & Shoe Recorder, 239 West 39th Strect, 
New York, N. Y. 











SALzsuAy sell as sideline - Desnegsion 
Papers. Good commission. Display Crea- 
tions, Inc., 1439 Broadway, Detroit, Mich. 





SHOE SALESMEN wanted in several terri- 





LINE WANTED 





HOROUGH shoeman, twenty years’ experi- 

ence, open for an instock proposition for 
Metropolitan New York. Address C-177, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





tories to carry our products in 
with their shoes. When Leah ce submit 
some references. MANOLIS MF 
No. Crawford Ave., Chicago, IIl. 


BY. well known salesman for New _ Jersey. 
Commission, side line, Women’s Novelties, 
McKay or Turns. Address C-182, care Boot 
& Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





FOR SALE 


WANTED TO PURCHASE 





FoR SALE, Somerville, Mass., a good family 
shoe store, one hundred per cent location. 
pony ae nod Walk Over and Bostonians 

stock to suit purchaser. 
DAVIS SBUARE BOOTERY, 259 Elm St. 





SHOE STORE For Sale, 20 years established, 
low rent, good lease, big store. ‘e- the 
agency for W. L. Douglas shoes. A $6,500 
clean, stable stock for $5,000 cash, including 
all fixtures and good will in Brooklyn, N. Y. 
Address C-175, care Boot & Shoe_ Recorder, 
239 West 39th Street, New York, N. Y. 





MANAGER WANTED 


WANTED capable window dresser. Must 
be able to write show cards and have thor- 
ough knowledge of shoe business. Address 
TRIANGLE SHOE CO., Wilkes-Barre, Pa. 








If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- 
tention given. 

KIRSCH-BLACHER CO., INC. 


624 Broadway New York 
Phone Spring 1443 








We will pay the best price for 
your surplus or entire stocks of 
general merchandise or department 
stores. Leases assumed. 

Phone - Write - 

All matters strictly confidential. 


I. SIMON CO. 


101 Reade St., New York City 
Phone Worth 5922 














Minimum charge 75 cents. 


CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
For other all classified advertisements the rate is 
$1.25. When a box number is desired twelve words should be added for the address. 


word of the address should be counted. 
The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 


7 cents per word. 


Minimum charge 
In all other cases each 








Classified advertising is payable in advance. ae 
S* Advertisements Be thi $ page must be in our New York office on Friday of the week preceding publication. “wa 
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MERCHANTS’ NEEDS 


? NEEDS 


MERCHANTS’ NEEDS 








VANITY BOWS 


and leather ornaments 
adorn shoes of America’s 
leading manufacturers. 
Samples on Request 
for manufacturers only. 
1261 Atlantic Ave., 
Brooklyn, N. Y. 








Everything for Your Windows 
Futuristic Displays and 
wie Backgrounds 
a lowers, Vases, Window Fixtu 
Painting Settings, Scenes, Velour Papers, 
Paper »  R jecorative 
Papers, Puffing, Fells, Flitters, Valances, Drap- 
ing Material, Grass Mats. Send for Faney 
reper Booklet. Price Tickets. 
DAVE’S DISPLAY DECORATIONS 
118 West Broadway, New York 








POMPOMS AND ORNAMENTS FOR 
SOFT SOLE SLIPPERS 
The right merchandise at the right price. 
sompies sent on request. 
HY-GRAD SLIPPER SUPPLY co. 
693 Broadway New York City 











Hide Exchange Volume of 
Trading Shows Increase 


New YorK — “Recent important de- 
velopments in hide futures trading on 
the New York Hide Exchange indicate 
the fast strides that this new market is 
making,” said E. L. McKendrew, pres- 
ident, in a statement issued today. “In 
a little more than a year trading on the 
exchange has broadened to the extent 
that the total turnover during a single 
day aggregated 6,360,000 pounds, this 
volume being traded in on Oct. 17.” 

“It is of significance to note,” said 
Mr. McKendrew, “that the heavy trad- 
ing on that day did not result in a wide 
fluctuation in prices, the price spread 
on the business done being consum- 
mated within a fluctuation of less than 
1/10 of one cent per pound, indicating 
that the Exchange had attracted suffi- 
cient diversified interest and support 
which enabled operators to execute sub- 
stantial orders without moving prices 
against them. 

“Another noteworthy feature is that 
a large turnover was recorded on the 
Exchange at a time when there was an 
apparent lack of activity in the pri- 
mary markets, which was evidence that 
operators were making use of an essen- 
tial function of the Exchange which 
provided a means to base commitments 
on developments in the future. 

“In reviewing the business done on 
the Exchange during the months of 
June to September inclusive this year, a 
material increase is shown, the volume 
this year during that period being 
about two and one-half times greater 
than that of last year for the same pe- 
riod. This increase is attributed to a 
great extent to the growing participa- 
tion of the industry in hedging opera-' 
tions, which has been especially notice- 
able during the past several weeks, and 
during which time three prominent 
tanners in this country have acquired 
memberships in the Exchange.” 

Mr. McKendrew was elected presi- 
dent .of the Exchange at the annual 
meeting held a few weeks ago. 
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| Milbradt 
1 Rolling Step Ladders 


i Enable you to reach your 
— shelves conveni- 


They last a lifetime 
and 


Are made in any 
sise to fit 


sjshape or 
sakind of shelving. 


ea Write for general catalog 
juggest the 
ladder for your use. 


= Milbradt 
1 Manufacturing Co. 
j Established 1895 
2416 No. 10th Street 
ST. LOUIS, MO. 


style, 
any 








ie 


OLLy, Cin. 


price tickets, 


TILTS AT ANY ANGLE 


Ye 


$5.00 Per Gross 
$2.75 Half Gross 


Guaranteed to give 100% 
Satisfaction 


M. D. POLLINGER CO. 
216 Holland Bldg. — St. Louis, Mo. 








Stetson Style Show and Review 
Big Success 


New York—The second semi-annual 
style show and review of the Stetson 
Shops organization was held on 
Wednesday evening, October 8, at the 
main New York store, 15 West 42nd 
Street. 

This affair is becoming a regular 
feature, and under the auspices of the 
Stetson Boosters Association, is a nota- 
ble example of what an employee body 
can do. 

Twenty-five employees took part in 
the review, and staged and executed the 
whole thing. About 125 representatives 
of the Stetson Shoe Co., including Presi- 
dent Charles T. Heald, Vice-President 
A. W. Little, Managing Director E. T. 
McBride, Stanley Heald and other fac- 
tory heads were interested spectators 
of the review, which would have done 
credit to any amateur show. 

The Style Show was presented on a 
raised stage and runway extending over 
one-third of the length of the store, 
with flood lights, three piece orchestra, 
and chairs grouped to resemble a thea- 
ter pit. Six models displayed new styles 
in both the men’s and women’s Stetson 
line, and then followed the review on 
which the employees had spent so much 
time. Ten acts were shown, including 
humorous skits, songs, and tap dancing. 

James Melville, proprietor of a Stet- 
son Shop in Milwaukee, Elmer Klasgye 
and Andrew Renault, managers of the 
Stetson stores in Washington and 
Philadelphia, were invited guests, and 
George Harger, general manager of the 
Stetson chain, welcomed the gathering 
in an address which expressed great 
pleasure at the fine spirit of coopera- 
tion displayed by the employees in this 
latest endeavor. 
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FIT RITE OVERGAITER CO. 
526 S. 3rd St. Philadelphia, Pa. 


MANUFACTURERS OF SPATS 
present for the present Fall season 


FIT RITE SPATS 
With button or Zip fastening. 
In_ finest quality 
felt broadcloth and 
English Boxcloth. 


In all accepted and 
authentic colors. 


In grades to retail 
from $1.35 to $5.00 
per pair. 


Many are carried 
in stock. Samples 
on request. 


es Anade by 
SEGALLESONS | 
933 ARCH ST. 
PHILADELPHIA, PA. 
| ARE BUSINESS GETTERS | 
k, SEND FOR CATALOG 











B. E. Marean Joins U. S. 
Rubber Co. 


New YorK—F. B. Davis, Jr., presi- 
dent of the United States Rubber Com- 
pany, has announced that B. E. Marean, 
first vice-president of the Electric Hose 
& Rubber Co., of Wilmington, Del., will 
join the U. S. organization on Nov. 1. 

Mr. Marean has made an outstanding 
record in the production activities of 
the Electric Hose & Rubber Company, 
with which he has been associated for a 
great many years. 


Cushman Stores, Inc., Lease 
Shoe Departments 


MapIson, Wis.—The Cushman Stores, 
Inc., whose home office is in Chicago, 
have leased space on the second floor 
and the basement of the new H. S. 
Manchester, Inc., store for shoe depart- 


ments. Only women’s and children’s 
shoes will be carried. High grade lines 
only are on the second floor. L. H. Hil- 
liard is in charge. 

Huegel-Hyland Co., who operate the 
local Enna Jettick shoe store, have 
taken room next door, which will be 
thrown into one large store. The new 
space will be used in selling the Walter 
a line of men’s $5.00 and $6.00 
shoes. 











United Cushion 
“D” Heels are 
HIGH STYLE 


They dress up 
the shoe 


4 Se # j \ ; 
a U S ' j I O N N Look for the 
“a ee D” 
’ ; F ; t UNITED SHOE MACHINERY CORPORATION 


- BOSTON, MASSACHUSETTS 


tO RR RIA SMES CECI RS ERS Sg 8 
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Barometer 


Business Changes 


CALIFORNIA — Fresno — Fred P. Herold 
(“Herold’s Men’s & B Store’), (King V 
Store), (“Philips’’), (1045-10474 and 11541%4 
Fulton St.) ; boots, shoes, etc.; reported selling 
or sold out. 


IDAHO—Lewiston—Fashion Boot Sho: 514 
Main St.); succeeded by L. L. Whalen. , 


MASSACHUSETTS—Boston—Thayer - McNeil 
Co.; boots and shoes; capital stock reduced by 
$10,000. 

Sportinbah Shoe Co.; manufacturers: 
authorized capital of $50,000. . 

Worcester—B. W. Footwear Co., Inc.; man- 
ufacturers; filed issue of $10,000 common stock. 

MICHIGAN—Ishpeming—S. & J. Lowenstein; 


boots, shoes, etc.; partnership dissolved; suc- 
ceeded by Samuel Lowenstein. 


inc. 


NEBRASKA—David City—Hull & Lunsford; 
boots, shoes, etc.; partnership dissolved; suc- 
ceeded by L. C. Lunsford. 


NEW YORK—Brooklyn—Metro Shoe 
Co.; ine. authorized capital of $10,000. 


New York City—Renee Hall, Inc.; boots, 
shoes, ete.; inc. authorized capital $10,000. 


RHODE ISLAND—Pawtucket—Lynn & Brock- 
ton Shoe Outlet, Inc.; boots and shoes; incor- 
Porat 

VIRGINIA—Clifton Forge—Bowles & Smith; 
boots, shoes, etc.; partnership dissolved; suc- 
ceeded by J. S. Smith. 


WISCONSIN—Platteville—Peoples Shoe Store; 
boots, shoes, etc.; reported sold out to John W. 
Bohnaker. 


Mfg. 


Failures, Embarrassments, Etc. 


ALABAMA—Bessemer—Levi Becker; boots 
shoes, etc.; reported petition in bankruptcy; re- 
ported receiver appointed. 


ARKANSAS — Jonesboro — B. Schoenfield; 
boots, shoes, etc.; reported petition in~ bank- 
ruptcy; reported receiver appointed. 


CALIFORNIA—Martinez—S._ S. 
boots and shoes; reported petition 
ruptcy. 

CONNECTICUT—New Britain—Blazej Bajek 
(100 Broad St.); boots, shoes, etc.; reported 
petition in bankruptcy. 

Stamford—Morris Weltman (308 Atlantic 
Ave.); boots, shoes, etc.; reported petition in 
bankruptcy; reported receiver appointed. 

FLORIDA—Sarasota—Southhard Clo. 
boots, shoes, etc.; reported assigned. 

West Palm Beach—J. Barash; boots, shoes, 
etc.; reported petition in bankruptcy. 

ILLINOIS—Forest Park—John Eliasek ; boots, 
shoes, etc.; reported petition in bankruptcy. 

MARYLAND—Baltimore—Edwin Flax (1217 
W. Baltimore St.); boots and shoes; reported 
assigned. 

MASSACHUSETTS—Bost ‘Reub Slesin- 
ger; boots and shoes; reported petition in bank- 
ruptcy. 

William Snyder; boots and shoes; reported 

* petition in bankruptcy. 

Haverhill—Morris Shoe Co., Inc.; manufac- 
turers; reported petition in’ bankruptcy. 

MICHIGAN—Detroit—Sidney Pallik; boots, 
shoes, etc.; reported petition in bankruptcy. 

NEW JERSEY—Asbury Park—Marie B. Farah 
(“Quality Shoe Shop’), (“Broadway Novelty 
Shoe Shop’’); boots and shoes; reported petition 
in bankruptcy. 

Atlantic Ciity—Joseph Levine (2224 Atlantic 


Grabstein ; 
in bank- 


Co., 





Ave.); boots and shoes; reported petition in 
bankruptcy. 

NEW YORK—Albany—Kohn Bros. (125 Cen- 
tral Ave.); boots and shoes; reported called 
meeting of creditors for Oct. 23 at 166 Essex 
St., Boston. 

Brooklyn—Falco Shoe Co., Inc.; manufactur- 
ers; creditors’ committee offering 10 per cent 
cash; 5 per cent in five months; and 5 per cent 
in ten months. 

Max Tropper & Son (6613 18th Ave.—also 
New York City); boots and shoes; reported as- 
signed. 

Wearit Shoe Co.; manufacturers; 
petition in bankruptcy. 

Elmira—Louis Levine (212 §. Main St.); 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

New York City—Lew Freetag (1603 Madison 
Ave.) ; boots and shoes; reported assigned. 


OHIO—Cleveland—N. & I. Florman (6001 St. 
Clair Ave.) ; boots, shoes, etc.; reported petition 
in bankruptcy. 

Norwood—David Davis (2317 Highland Ave.) ; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

PENNSYLVANIA—Glenside—Samuel Rosen- 
berg (6 S. Easton Road); boots, shoes, ete.; re- 
ported petition in bankruptcy. 

McKees Rocks—Charles Clements; boots, shoes, 
etc.; reported petition in bankruptcy. 

New Castle—Edward Joseph Reider (‘Eddie 
Reider’s Clothes Shop’); boots, shoes, etc.; re- 
ported petition in bankruptcy. 

SOUTH CAROLINA—Conway—R. L. Bell; 
boots, shoes, etc.; reported offering to compro- 
mise at 50 per cent. 

TEX AS—Wichita Falls—Katz Bros. Shoe Co., 
Ine.; boots and shoes; reported petition in bank- 
ruptcy. 


reported 








New Shoe Stores 


Casa Grande, Ariz.— Western Department 
Stores, 22 N. Florence Ave. 

London, Ky.—Russell Dyche. 

Long Beach, Cal.—Needy’s Men’s Store, 329 
American Ave. 

New York, N. Y.—Metro Shoe Mfg. Corp. 

Wilmington, Del.—Wilmington Dry Goods Co., 
418 Market St. 

Barton, Ohio—W. P. Glendening. 
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Fordyce, Ark.—New Bargain Store. 
Charles Town, W. Va.—Leland F. Shugart. 
Hollywood, Cal.—H. G. Hertzler. 
Tucson, Ariz.—M. Sohn, 175 West Congress St. 
Hawthorne, Cal.—H. D. Chaney, 317 N. Haw- 
thorne Blvd. 
Beate Cal.—M. & F. Kirkish Co., Schurra 
iz. 


Guymon, Okla.—Servey Store Co. 
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Latest Reports of New Stores, 
Failures, Embarrassments and 
Bankruptcy Proceedings 


Pulaski, ‘J. Y.—Montgomery Ward & Co., 
Bridge and jalina St. 
onnnneen Okla.—Metropolitan Chain Stores 
0. 


Chicago, I11.—Reliable Department Store, 3246- 
48 S. Halsted St. 


Ho'stein, Neb.—Johnson & Gentert. 

Winkler, Tex.—Nathan Winkler. 

Johnston City, Ill—Felix Glance. 

New York, N. Y.—Renee Hall, Inc. 
Springfield, Ohio—C. J. Boeracker Co. 

Toledo, Ohio—D. & S. Shoe Co. 

Wilmington, Del.—Schiler Shoe Co., Inc. 
Pensacola, Fla.—Samuel Keller, 41 ©. Palafox 


Afton, Iowa—F. F. Hilleary. 

Flanagan, I1l.—Jordan & Ball. 

David City, Neb.—L. C. Lunsford. 

Galesburg, Ill.—The Vogue, Burnaugh Bldg. 

Stamford, Conn.—Stamford Department Store, 
Inc. ¢ 

Wamego, Kan.—United Stores. 

Ithaca, N. Y.—Army & Navy Store, 209 E. 
State St. 

Hackensack, N. J.—M. Brunner, 120 Main St. 

Passaic, N. J.—S. Solomon Store, 739 Main St. 

Berne, Ind.—Richardson’s Stores, Inc., W. 
Main St. 

Afton, Iowa—F. F. Billery. 

Crosby, N. D.—Hanson & Oscar. 

Vineland, N. J.— Wainwright’s Department 
Store, Inc., 501 Landis Ave. 

Fort Pierce, Fla.—Busy Lo Stores, Inc. 

Lansing, Mich—W. T. Grant Co., 117-19 N. 
Washington Ave. 

New Orleans, La.—Stewarts, Inc., 837 Canal 
St. 
Miami, Fla.—W. T. Grant Co., Flagler and 
Miami Sts. 

Galesburg, Ill.—W. T. Grant Co., Main and 
Prairie Sts. 

Chicopee, Mass.—W. T. Grant & Co., Market 
Square. 

Freeland, Pa.—W. T. Grant Co. 

Yonkers, N. Y.—Sears, Roebuck & Co., 210 S. 
Broad St. 

Philadelphia, Miss.—J. C. Penney Co. 

Enon, Ohio—E. & E. General Store. 

Chicago, Ill.—Consumers’ Dept. Store, 220 S. 
State St. 

Heron Lake, Minn.—Able H. Stebel, Berreau 
Bldg. 

New York, N. Y.—Baeber, Ltd., 424 Madison 
Ave. (soon). 

Ewing, Neb.—Chasen & Son. 

Stuart, Neb.—F. L. Hunter. 

Bloomington, Neb.—W. G. Dickey. 

Campbell, Neb.—Brouilette & L’Heureux. 

Pierce, Neb.—L. E. Elrinberg. 

Hemingford, Neb.—R. D. Wilson. 

Omaha, Neb.—Herzberg’s, Brown Block. 

Lincoln, Neb.—Edward W. Fogg, Stuart Bldg. 

Lincoln, Neb.—Geo. Copeland, Sharp Bldg. 

Montour, Idaho—C. H. Helsley. 

Osburn, Idaho—Matt Jurkovich. 

Battle Ground, Wash.—Mrs. Geo. Watson. 
s Pontiac, Mich.—Bernard’s, Inc., 125 W. Huron 
t. 

Indianapolis, Ind—Wm. H. Block Co. ‘New 
Dept. 


Corvaillis, Ore.—Eliott Pritchard, Inc. 
Pasco, Wash.—Ameen B. Kurdy. 
Craigmont, Idaho—John B. Gibson. 
Lakewood, Wash.—&. B. Reed & Co. 
Harrisburg, Ore.—Jens M. Jensen. 





Boot and Shoe 
Recorder 


Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of THe Boor anp 
SHoe Reconver is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 


A Buying Guide tu 





BOOTS AND SHOES 


Athletic Shoe Co., Chicago, Ill.......... ote 
Ault-Shackford Shoe Co., Auburn, Me 


Barney’s, New York City 

Bass, G. H., & Co., Wilton, Me..........++ 
Biarritz Sandals, New York City 
Bleecker Shoe Co., New York City 


Brooks Shoe Mfg. Co., Phila., Pa 
Burkley Shoe Co., Brockton, Mass...... odes 


Capezio, New York City........ —e ere ‘ 
Central Shoe Co., St. Louis, Mo 

Chase, W. 8., & Sons, Haverhill, eee 
Chicago Theatrical Shoe Co., Chicago, IIl.. 


Piso J. Shoe 7 So. Braintree, 
Mass. 

Converse Rubber Co., Malden, Mass 

Coon, W. B., Co., Rochester, N. Y 


Crescent Shoe Co., New York City 


Eaton, Chas. A., Co., Brockton, Mass. 
Ebberts, 
Edwards, J., & Co., Phila., Pa 
Emerson Shoe Mfg. Co., Rockland, Mass.... 


Fried, Lazarus, & Sons, New York City... 
Friedman, B., Shoe Co., New York City.... 


Gibbon, C. 8., Phila., Pa. 

Gole Slipper Co., New York City 

Greeley, A. W., Co., Haverhill, Mass. 
Green, Daniel, Co., Dolgeville, N. Y. 
Grossman, Julius, Inc., Brooklyn, N. Y.... 





Blog Shoe Findings Co., New York City. .66, 


Evans’, L. B., Son Co., Wakefield, Mass. .21, 
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Clapp, Edwin, & Sons, Inc., E. aii il ms 


John, Shoe Co., Buffalo, N. Y.... 7 
4th Cover 


68 
72 


67 
66 
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Heel Hugger Shoes, Inc., Auburn, N. Y... 13 
Hill Bros. Co., Hudson, Mass 

Horwitz, Vincent, Co., New York City.... 
Hoyt, F. M., Shoe Co., Manchester, N. H.. 70 


Johnsten & Murphy, Newark, N. J 
Kendall Shoe Co., Haverhill, Mass......... 


Levey Bros., New York City......... canes 6 
Lion Shoe Co., New York City 


Menihan Co., The, Rochester, N. Y 

Midvale Shoe Co., St. Louis, Mo........... 

Miller Rubber Co., Akron, Ohio 

Mishawaka Rubber & Woolen Mfg. Co., 
Mishawaka, Ind. 

Morse & Rogers, New York City 


Nettleton, A. E., Syracuse, N. Y 
Norridgewock Shoe Co., Norridgewock, Me. 7 
NuWay Shoe Co., New York City 


Old Colony Shoe Co., Brockton, Mass 


Packard, M. A., Co., Brockton, Mass. 
Paristyle Footwear Mfg. Co., Inc., New 

York City 7 
Powell & Campbell, New York City 


Reynolds, Bion F., Brockton, Mass. 
Richards & Brennan Co., Randolph, Mass.. 68 
Roberts-Johnson & Rand, St. Louis, Mo.... 24 


Saks, M. J., Shoe Corp., New York City... 67 


Schwartz & Herder, Inc., Phila., Pa....... 76 
Shaft-Pierce Shoe Co., Faribault, Minn.... 81 
Smith, J. P., Shoe Co., Chicago, Ill....... 75 
Smith, Wm. Summer, Chicago, II 
Stacy-Adams Co., Brockton, Mass. 

Stern, R., & Co., New York City 

Swan Shoe Co., Baltimore, Md. 


New York City 


United States Rubber Co., 
Front Cover, 27 


Weiss, J., Shoe Co., New York City 


HOSIERY AND BAGS 


Cooper, Wells & Co., St. Joseph, Mich..... 5 


Miller, I., Bag Dept., New York City 
ae Judson & Voehringer Co., New im | 


SHOE ACCESSORIES 
Fit Rite Overgaiter Co., Phila., Pa 
Gold Seal, New York City..... Sacksebieses 80 
Imperial Spat Mfg. Co., Denver, Colo..... 80 


~— ¢ Goods Spenity Co., Chicopee me, 

Manolis Mfg. Co., Chicago, Ill 

Miller, O. A., Treeing Mach. Co., Brock- 
ton, Mass. 10 

Rauh, 8., & Co., New York City 


Scholl Mfg. Co., Chicago, IIl. 
Star Footwear Mfg. Co., Phila., Pa. 


Tweedie Bootop Co., Jefferson City, Mo.... 69 





Williams Mfg. Co., Portsmouth, Ohio..... 
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